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The success of the Little Custom 
Jordan is due to the fact that for 
the first time Quality, Appear- 


ance,Power,Comfortand Endur- 
ance have been combined with 


the convenience of small size. 


Just the kind of a car that en- 
ables dealers to pick their 
trades—and make cash sales to 
people who want quality with 
small size for the second third or 
fourth car in the family garage. 





JORDAN MOTOR CAR CO., Inc., CLEVELAND, OHIO 











VALVE SEAT. REAMER SETS 
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TT": set gives you complete reamer equipment for fast, 
accurate work in refacing and narrowing valve seats 
on 90% of all motors. It includes Sioux 45° Roughing Reamer for 
easily removing hard and crystalized deposits; 45° Finishing Reamer; 
15° and 75° Nicked Tooth Reamers for narrowing valve seats with 
amazing ease and smoothness and without chattering; 5-16 and 3-8" 
pilot stems with .001, .002 and .003 oversizes in each size for use in 


worn guide holes to prevent wobbling or traveling and to assure the 
snug fit necessary for a perfect job. 


Sioux Reamer Sets also furnished in Special 
service station sets for all makes of cars. 


ALBERTSON & CO. 2. 3 8 Sioux City, lowa, U.S. A. 
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A Necessity for 
Modern Towing 
Service 
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New WEAVER Hi-Speed 
ec Auto Ambulance 


For the highly specialized business of modern road service, at 
least three things are indispensable —a towing car, an efficient 
crane (such as the Weaver): and an ambulance that is specially 
designed for use with your towing car and crane. It is for this 
class of service that the new Weaver Hi-Speed Ambulance is par- 
ticularly intended. 











Attached to front axle— weight 
of load thrown to front of the 
Ambulance axle. . 


In this new Ambulance every requirement of modern road service 
has been anticipated. The angle of the Ambulance yoke has been 
carefully calculated so that the yoke will be in a vertical position 
to safely support the load when the Ambulance pole is attached 
at a height equivalent to that of the connection on the average 
towing car or to the front axle of the disabled car, as illustrated. 
Twin roller bearings in each wheel enable the heaviest passenger 
cars to be towed on long hauls at high speed. 





Attached torear axle—weight 
of load thrown to rear of the 


; Ambulance axle. 
These are only two of many vital new features the value of which 


we have proved to ourselves by subjecting this new Ambulance to 
months of the most gruelling service with our Laboratory Garage 
service truck (shown above)—features which we should like to 
have the opportunity of proving to you, if you’ll say the word. 
A postal will do — better mail it now. 


WEAVER MANUFACTURING CO., Springfield, IIll., U.S.A. 


WEAVER CANADIAN COMPANY, LTD., Chatham, Ontario, Canada 





Twin roller bearings—for long 


hauls at high speed. 
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ADV. PICARD-SOHN, INC., N. Y. 
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1 WEED BUMPERS 
e combat daily abuse 
y ou "4 Bump They are made for a purpose—to take 





wallop after wallop and stand up against 
every day abuse. 


WEED’S spring steel bars are correctly 
shaped to yield without cracking or break- 
ing. WEED Attachments are designed 
to fit the car firmly and hold the bumper 
tight when subjected to hard shock. 


or And WEED Bumpers are well known and 

nbn well advertised. Don’t overlook the 
_ ‘ universal demand for bumpers 
—sell WEEDS. 





4 
& PRODUCT OF THE 
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WEED BUMPERS 


AMERICAN CHAIN COMPANY, Inc., Bridgeport, Connecticut 


In Canada: Dominion Chain Company, Limited, Niagara Falls, Ontario 
District Sales Offices: Boston, Chicago, New York, Philadelphia, Pittsburgh, San Francisco 














July 21, 1927 MOTOR AGE 3 


TOR AGE. Continuous 


Reg. U. S. Pat. Off. 


Vol. LII Established 1899 No. 3 Service 














JULIAN CHASE, Directing Editor JOHN CLEARY, Editor 

C. EDWARD PACKER, Technical Editor GEORGE T. HOOK, Associate Editor 

JOHN C. GOURLIE, News Editor S. G. SWIFT, Assistant Editor r H Ss. 

L. C. DIBBLE, Detroit News Rep. TOM WILDER, Architectural Editor B&R Battery Cha gers have no mOvEnG pare 
ATHEL F. DENHAM, Field Editor Only the bulb, after normal use, requires replace- 








ment. This takes less time than is required to 
tell about it and can be done by anyone. It means 


CONTENTS something to a busy service station to be reasonably 


insured against costly tie-ups—and free from the 
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Budd-Michelin Wheels can be changed 


before the crowd collects! 


E may all be actors at heart—but no wrench. Off comes the wheel that has the 

one wants to play the hero in a road- flat. On goes the extra Budd-Michelin that 
side drama of brute force versus a rusty rim. carries your spare. Back go the cap nuts 
and you are on your way! 





Nor need any one play it, when riding 


_——— ie eK ee ee oe - 


on Budd - Michelins. For changing Budd- Show a prospect this Budd-Michelin rapid 
Michelins is a mere matter of moments. change feature and you’ve given him one big 
The cap nuts spin off with reason for preferring thecar that 


a few turns of the socket Bl T)>1) is Budd-Michelin equipped. 


WHEEL COMPANY 
1 Detroit | 


Budd Service Stations in all principal cities—parts 
and service for wheels of every type. 
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To put on a Budd- 
Michelin Wheel, set 
brakes and place 
wheel in position 
before the mount- 
ing studs. 


Slip pilot bar 
through top 
mounting hole and 
over top mounting 
stud. Lift up and 
wheel slides into 
place. 


Put on cap nuts 
and tighten with 
socket wrench— 
that’s all there is 
tochanginga Budd- 
Michelin! 
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This modern structure, used by Mr. King in 1927 is tangible proof 
of the growing profit in the Studebaker-Erskine franchise 


ACK in 1915, S. B. King was 
refinishing carriages and cars in 
Marlboro, New Jersey —a farming 


... this will be our biggest year” 
—S. B. KING 


bakers. By 1925, his sales in this ham- 
let had grown to 75 cars a year. 


Then, with his son as a partner, 





community of only two hundred pop- 
ulation. During his first year as an 
automobile dealer, he sold three Stude- 


Mr. King moved to Freehold, a neigh- 
boring town of five thousand popula- 
tion. Today the firm of S. B. King 
and Son sells more than 150 Stude- 
bakers each year—ar a real profit! 





The success of Studebaker’s record- 
smashing Commander models — plus 
the new low-priced Erskine Six—actu- 
ates Mr. King to prophecy that 1927 
“‘will be our biggest year.’ 


The valuable Studebaker-Erskine 
franchise may be available in your ter- 
ritory. Write or wire to Department 
51, The Studebaker Corporation of 
America, South Bend, Indiana. 


STUDEBAKER 
C, 





3 In 1915 S. B. King repainted carriages and cars in this building 
















































MANY OTHER LUMBER COMPANIES have 
like experiences. For example, 
Atlanta: “... Looking over a list of 
our stock yesterday, saw an item we 
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Bought 


500,000 feet of lumber... 


July 21, 1927 


1000 miles 
away 


A MEmpuHis LUMBER firm's represen- 
tative called at the office of a buyer 


a thousand miles away. He found 
him in the market for a half-million 


feet of lumber. He wired this 
news to his company. They called 
him at once by long distance 
telephone, catching him before 
he left the prospective buyet’s 
office. .. When the receivers were 
hung up, the deal had been closed. 








thought one of our customers might 
want. Decided to call by Long Distance. 
Expense, possibly $3.50. Developed an 
order for 5 cars of lumber.” 

From Nashville: “... Last week we 
secured a 5-cat order by telephone from 
one of our Louisville customers... this 
week 3 cars to a Knoxville connection.” 
Jackson, Mississippi: “... A few weeks 
ago we sold a quarter-million feet of 
lumber over the telephone to Toronto, 


BELL LONG DISTANCE SERVICE 


Canada.” Mobile: “... We do over 80% 
of our lumber buying over the long 
distance phone.” Memphis: “. . . For quick 
action, for learning the last-minute status 
On any out-of-town situation, and in 
effecting satisfactory adjustments, noth- 
ing we know of will take the place of 
long distance service.” : 
For good results, quick, try long dis- 
tance calls. They'll usually cost less than 
you think. . . . Number, please? 
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T is generally conceded that the ball 
bearing has less friction than any 
other type of bearing—hence less wear. 


While other types may cost less initially 
(because invariably made of lower car- 
bon content steel and to less precise di- 
mensions) the time is bound to come 
when such bearings will need readjust- 
ment and eventual replacement, ll 
claims to the contrary notwithstanding. 


Considering the excessive cost in loss 


New Departure 























of production, increase of overhead and 
labor expense to make these adjustments 
or replacements, is it not wisdom to use 
the New Departure Ball Bearing, since 
its first cost is the last cost—a true 
economy in many ways? 


The New Departure Manufacturing 
Company, Bristol, Connecticut, Detroit 
and Chicago. Resident representatives 


in industrial centers. Service stocks in 
800 cities. 


Quality 
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all Bearings ~ 
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Pinions 
ion limkens 





It is not merely that the great majority of car, truck and bus makers have 
adopted Timken Tapered Roller Bearings. The full significance of this fact 
is that Timkens are used where any bearing won’t do—where thrust and 
shock and speed must be capably handled, as well as radial load and fric- 

tion! Timken mountings have endurance, simplicity and compactness 
because only Timken Bearings combine tapered construction, electric steel 
and POSITIVELY ALIGNED ROLLS. Auburn, Chandler, Chrysler, Diana, 
Dodge, Erskine, Essex, Franklin, Gardner, Hudson, Hupmobile 6, Jordan, 
Lincoln, Moon, Overland, Peerless, Pierce-Arrow 80, Star, Stearns-Knight, 
Studebaker, Stutz, Velie and Willys-Knight are but a few of the great makes 
which include Timken Tapered Roller Bearings as standard on pinions. 


ROLLER BEARING CO., CANTON, OHIO 
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G.M.C. to Finance 
Dealer Buildings 


Million Dollar Corporation 
Formed as Subsidiary to 
Erect Salesrooms 


HEADED BY MOTT 
DETROIT, July 20—The Argonaut 
Realty Corp. has been organized under 
the laws of Delaware and its entire 
capital stock of $1,000,000 has been sub- 
scribed by the General Motors Corp. 

It will be the function of this latest 
subsidiary of the corporation to acquire 
sites in various cities and erect service 
stations and sales rooms for dealers 
in General Motors passenger cars and 
trucks. Under the plan the corpora- 
tion will enter into a lease agreement 
with the dealer whereby the latter will, 
after filling certain requirements, agree 
to lease the property for a period of 
approximately 10 years. 

The board of directors is made up of 
prominent General Motors Corp. exec- 
utives, including Donaldson Brown, 
Fred J. Fisher, Charles S. Mott, John 
L. Pratt, M. L. Prentis, John J. Ras- 
kob and Alfred P. Sloan, Jr. 

Mr. Mott has been elected president 
of the new corporation and other 
officers are: Donaldson Brown, Fred T. 
Fisher and J. L. Pratt, vice-presidents; 
T. S. Merrill, secretary; M. L. Prentis 
treasurer, Frank Turner, comptroller, 
and A. Bradley, assistant treasurer. 


(Turn to page 12, please) 





Dodge Four Prices 


DETROIT, July 18—Prices of cars 
in the new Dodge Brothers four-cylin- 
der line are as follows: De luxe sedan, 
$975; sedan, $875; coupe, $885; cabrio- 
let roadster, $955. 

Illustrated descriptions of these 
models were published in the July 14 
issue of Motor AGE. 





Flint Field Man for Velie 


MOLINE, ILL., July 20—In the fur- 
therance of its expansion program, 
Velie Motors Corp. has appointed G. M. 
Flint as district representative for the 
Southwest, including the southern por- 
tion of California, according to an an- 
nouncement made last week by L. F. 
Murphy, general salesmanager of the 
corporation. 

Mr. Flint has been connected with 
the automobile industry for 16 years 
in the west coast states. 











Window Displays 


HY not have a picture 

of that good-looking dis- 
play window of yours taken 
and send it to MOTOR AGE? 
We'll be only too glad to print 
it. And we'll return the photo 
intact, after it has served our 
purpose. 

In the meantime, while 
you’re waiting for the photog- 
rapher, look through your 
files and send along any that 
have been taken during the 
past weeks or months. 

For your convenience, the 
address to be placed on the 
package is, MOTOR AGE, 
Fifty-sixth and Chestnut Sts., 
Phila. 




















Dodge Brothers Net 


Income Shows Gain 

NEW YORK, July 12—Dodge Broth- 
ers, Inc., net income, second quarter of 
1927, after depreciation, but before in- 
come charges and Federal taxes, was 
$4,939,074 against $2,765,103 in the 
first quarter and $9,810,875 in the sec- 
ond quarter of 1926. 

After all charges and provision for 
preferred dividends, balance available 
for both classes of common stock in the 
second quarter was $3,475,623 or 82 
cents a share, against $1,545,348 or 
three cents a share in the preceding 
quarter. 

Earned surplus was increased by 
$2,089,721 to a total earned surplus as 
of June 30 of $27,661,110 and total sur- 
plus of $49,319,329. 


Cleveland Branch Wins 

CLEVELAND, July 18—The monthly 
sales contest of the Paige Detroit Motor 
Car Co. which was country-wide, shows 
Cleveland in the lead with eight prize 
winning salesmen. They are: F.J.Con- 
roy, Sam Ruven, C. A. Ransberger, D. 
R. Thomas, L. E. Ruven, of the Paige- 
Ohio Co.; A. C. Gilchrist, of the Rosen 
Motor Co.; Albert F. Trimmer of Sirl 
Bros. and Samuel Tailsman of the L. & 
F. Motor Sales Co. 








Cholet With Splitdorf 

NEWARK, N. J., July 20—Howard 
Earle Cholet has been appointed -to the 
field service division of Splitdorf Elec- 
trical Co., according to announcement 
made by L. E. Farine, manager of 
products service for the company. 

Mr. Cholet will travel Southern terri- 
tory, with Atlanta as headquarters. 
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Sport Type Bodies 
for Pierce-Arrow 


Sedan Landau and Convertible 
Coupe New Members of 
Series 80 Family 


HAVE SMART LINES 


oot aEeenEnIeeEnetin! 


BUFFALO, N. Y., July 21—Two 
sport type bodies, one a five-passenger 
sport sedan landau with crisp, cosmo- 
politan lines and the other a smart con- 
vertible coupe, have just been added to 
the Series 80 line, according to an an- 
nouncement made by the Pierce-Arrow 
Motor Car Co. 

In presenting the new five-passenger 
enclosed car to the public, Pierce- 
Arrow’s designers have followed closely 
the smooth flowing lines of the smart 
enclosed cars seen on the Continent. 
The new car has a low, rakish landau 
back of leather which blends closely 
with the lines of the body. Victoria 
braces add just a smart touch, while 
in the graceful handling of the mold- 
ing there is a close resemblance to 
work of famous overseas custom body 
builders. The price is $3,025 f. o. b. 

As a companion sport type car, 
Pierce-Arrow is offering a_ special 
convertible coupe which can be changed 
at a moment’s notice from an enclosed 
car to an open runabout. The rumble 
seat at the back provides room for 
two additional passengers. The price 
of this car is $3,350 f. o. b. 





Profits Increase 


NEW YORK, July 20—Net profit of 
the Gabriel Snubber Mfg. Co. for the 
quarter ended June 30, after deprecia- 
tion and Federal taxes, etc., was $505,- 
118, the equivalent of $2.52 a share on 
the 200,000 shares of no par value of 
combined Class A and B common stocks. 
This compares with net profit of $333,- 
952 or $1.66 a share in the preceding 
quarter and $356,904 or $1.78 a share 
in the same quarter in 1926. 





Kennington Transferred 

NEW YORK, July 18—W. O. Ken- 
nington, formerly managing director 
of Delco-Remy and Hyatt Ltd., Lon- 
don, who has been in the United States 
for about five weeks, has been trans- 
ferred to the staff of the regional 
director for Europe of the General 
Motors Export Co. Mr. Kennington 
will become regional engineer for 
Europe. 
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Five Million Nash 
Net Second Quarter 


Profits Close to Last Year 
With Prospects Good for 
Increased Business 


KENOSHA, WIS., July 18—At a 
meeting of the directors of the Nash 
Motors Co. a quarterly dividend of 
$1.00 per share and an extra dividend 
of 50 cents per share was declared on 
the outstanding common stock of the 
company, payable Aug. 1, to stockhold- 
ers of record at the close of business 
July 20. 

The company reported that for the 
second quarter of its 1927 fiscal year, 
covering the three months ending May 
31, after deducting expenses of manu- 
facturing, depreciation, selling and ad- 
ministration, and providing for local 
taxes and state and federal taxes, the 
net income amounted to $5,566,281.08. 
This compares with net income for the 
second quarter of the 1926 fiscal year 
of $6,010,826.45. Total net income for 
the first six months of 1927 fiscal year 
amounts to $9,491,735.20 as contrasted 
to $10,148,332.61 for the first six 
months of the previous fiscal year. 

With reference to the condition of 
the company and the outlook for the 
future, Pres. C. W. Nash expressed 
himself as feeling very optimistic with 
regard to the prospects for increased 
Nash sales and the soundness of busi- 
ness in general. “Among the reasons 
establishing this optimistic attitude,” 
stated Pres. Nash, “is the remarkable 
reception accorded our new models.” 





Haynes Honored 


DETROIT, July 18—Frederick J. 
Haynes, chairman of the board of 
Dodge Brothers, Inc., has been elected 
president of the Detroit Board of Com- 
merce. Mr. Haynes has been an active 
worker in the affairs of the board for 
a number of years. 





Woodard General Manager 

KANSAS CITY, MO., July 21—C. 
M. Woodard, who for the past six years 
has been connected in different capaci- 
ties with the Studebaker corporation’s 
factory organization, has been made 
general manager and sales manager 
of the Studebaker Riley Co., Stude- 
baker distributor in this territory. 

For the past year Mr. Woodard has 
been a special: representative of the 
Studebaker organization. Before join- 
ing the Studebaker forces Mr. Wood- 
ard was with the Detroit branch of 
the Cadillac Motor Car Co. 





Barron Transferred 
SPOKANE, WASH., July 20—W. J. 
_Barron, formerly with Dodge Brothers, 
Inc., in the New York district has been 
transferred to Seattle, and will be in 
charge of the northwest district. 

















| Salesology 





Garuseman Day. had a quiet way | 
About his shop not much hed say 
Now garageman Burld, 


He told the world. 
Adverlise and your 


shop will pay 

























Chalfant Makes Tour 


DETROIT, July 18—E. P. Chalfant, 
executive vice-president of the National 
Standard Parts Association, will leave 
early in August for a six weeks’ visit 
with association members in the Middle 
West and on the Pacific Coast. 

During the trip he will investigate 
trade and general business conditions 
and will address a number of meet- 
ings of local parts associations and 
divisions of the N. S. P. A. 

His itinerary will include: St. Louis, 
Kansas City, Denver, Salt Lake City, 
Sacramento, San Francisco, Stockton, 
Los Angeles, Portland, Seattle, Van- 
gg Calgary, Minneapolis and St. 

aul, 





Leroy R. Fields 


PORTLAND, ORE., July 18—Leroy 
R. Fields, president of the Fields 
Motor Car Co. Chevrolet distributor, 
died suddenly at his home here of heart 
disease. 

Mr. Fields leaves a host of friends 
among the automotive fraternity 
throughout the state, and due to his 
untiring energy had built up one of 
the largest Chevrolet agencies in the 
Pacific Northwest. He was formerly 
president of the Portland Chamber of 
Commerce. 





Hall With Duplex Truck 


LANSING, July 18—C. W. Hall, for- 
merly manager of the Lansing branch 
of the Olds Motor Works, and later 
with the Reo Motor Car Co., has joined 
the sales department of the Duplex 
Truck Co. 





Two Join Transport Co. 

SPOKANE, WASH.—H. D. Allen, 
formerly with Wallace Brothers, and 
H. D. Ranninger, formerly with the 
Hatch Motor Co., have joined the sales 
force of Transport Motor Co., Spokane, 
Wash., distributor of Willys-Knight and 
Whippet. 


Motor Age 


| Call Car Insurance 


“Thing of the Past’? 


Many Cleveland Companies 
Say Automobile is 
“Poor Risk” 


_—_—_—_--—— 


CLEVELAND, July 21—Insurance 
people have decided that automobiles 
are “poor risks,” and the majority of 
concerns represented in Cleveland are 
refusing to insure them except under 
specific stipulations that guarantee the 
machines’ safety only when they are 
standing unused in the barn. 

The cause of this developed in Cleve- 
land two weeks ago, when a machine 
caught fire while speeding down Euclid 
Avenue and was damaged to the amount 
of $250. The company which wrote the 
insurance was compelled to cancel it, 
as the home company will not take any 
more. 

Said a member of the firm: “We find 
that the repair shop people were in- 
clined to hold us up. A man usually 
wants his machine in a hurry and turns 
on his gasoline full force. The fuel 
blazes up and more damage can be 
done in three minutes to the gearing 
and trimmings than a blaze of a quar- 
ter of an hour will do to a residence. 

“It costs $50 to revarnish an automo- 
bile, and the leather trimmings on the 
average machine represent another 
$100. The rate we made was $25 per 
thousand, and one experience was 
enough to convince us that the busi- 
ness was not desirable. 

“Auto insurance is a thing of the 
past except when the machine is stand- 
ing.”—From Motor AGE, July 24, 1902, 
twenty-five years ago. 





Cole Visits Dealers 


SPOKANE, WASH., July 19—R. S. 
Cole general salesmanager of _ the 
Hupp Motor Car Corp., was a visitor of 
Pacific Northwest distributors during 
the past week, calling at Portland, 
Seattle and Spokane on his annual tour. 
He was accompanied by H. R. Roberts, 
Pacific coast factory representative. 





Holland K. C. Manager 


ROCHESTER, N. Y., July 19—The 
Kellogg Mfg. Co. announces the ap- 
pointment of H. O. Holland as mana- 
ger of the Kansas City territory. Mr. 
Holland has already assumed his new 
duties. 





‘Williams Succeeds Berry 

KANSAS CITY, MO., July 19—John 
D. Berry, who has been the sales 
representative in this territory for the 
Dodge Brothers Motor Co., has resigned 
from the organization. W. F. Williams 
of Chicago has been named to succeed 
him. Mr. Williams was the district 
representative of the Graham Brothers 
organization in Chicago. 
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Toll Bridge War 


for Next Congress 


Popular Government League 
Campaign to Have Support 
of U. S. Road Bureau 


WASHINGTON, July 18—Open war- 
fare for the elimination of toll bridges 
throughout the United States is to be 
made by various interests at the forth- 
coming session of Congress. Announce- 
ment to this effect was made here this 
week by the National Popular Govern- 
ment League. The campaign will re- 
ceive the support of the U. S. Bureau 
of Public Roads. 

The fee system, with rare exceptions, 
is characterized by the league as “a 
grabbing enterprise” which costs the 
motorists of the country millions of 
dollars annually. Examples are cited 
where franchises for toll bridges, 
granted by Congress, have been sold 
for huge sums by promoters who had 
no money invested in the enterprises. 

Commenting on the forthcoming ef- 
fort, Thomas H. MacDonald, chief of 
the Bureau of Public Roads, declared 
today that, “there is no place on the 
public road system for privately owned 
toll bridges, since Congress has pro- 
vided that the states may build bridges 
on the Federal highway systems with 
local funds and Federal aid. The Bu- 
reau of Public Roads is not mincing 
words in stating its antagonistic atti- 
tude to toll bridges built under private 
franchise.” 


Bugatti Praises Stutz 


INDIANAPOLIS, July 20—A. Bu- 
gatti, Europe’s foremost automobile en- 
gineer, whose cars win practically every 
automobile racing event held on the 
Continent cabled F. E. Moskovics, pres- 
ident of the Stutz Motor Car Co. of 
America, from Molshein, Alsace Lor- 
raine, as follows: 

“Felicitations belle performance 
Stutz. Amities.” 

Mr. Bugatti’s typical congratulations 
came as a result of the sensational per- 
formances of speed and stability of 
Safety Stutz cars in American Automo- 
bile Association officially conducted 
contests. 


Frederick With Packard 

BUFFALO, N. Y., July 18—Albert 
C. Frederick, for six years with the 
Willys-Knight selling forces in Buffalo 
and the winner of three national con- 
tests, has resigned to become a mem- 
ber of the Packard sales organization 
here. He was a member of the Willys- 
Knight $100,000 Club. 











Joins Bridgeport Brass Co. 
BRIDGEPORT, CONN., July 20— 
The Bridgeport Brass Co. announces 
the appointment of William S. Kriebel, 
Jr., of Philadelphia, as salesman of 
Bridgeport brass products in the 
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ranklin Convertible Coupe 


This is the newest Franklin body model, a convertible 2-4 passenger coupe. 


The 


car lists at $2,925. It is exceptionally well appointed and finished. The top is 
so designed as to be easily thrown back 





Philadelphia territory. He will make 
his headquarters at the company’s 
Philadelphia office, located in the Bank- 
ers Trust Building. He was formerly 
with the American Brass Co. 


New Parts Books 


CLINTON, IOWA, July 21—The Cli- 
max Engineering Co. has issued a ser- 
ies of 40-page booklets containing 
parts price lists and operation instruc- 
tions for their models R6U, R4U, and 
TU engines and power units. 

Each of these books contains detailed 
lists of parts with illustrations of each 
part, and complete instructions for the 
care, operation and adjustment of each 
engine as well as other pertinent in- 
formation which might be needed by 
the user of Climax engines. 


Samuel A. Luttrell 


WASHINGTON, July 18—Samuel A. 
Luttrell, pioneer automobile dealer of 
this city, died this week at his summer 
home at Easton, Md. He was buried 
in Arlington National Cemetery. 

Mr. Lutterell was 49 years old and 
came to Washington 30 years ago. He 
was one of the first dealers in automo- 
biles in the city and had an active part 
in organizing the Washington Automo- 
tive Trade Association. 











Campbell Opens Another 


CINCINNATI, July 17—Jack Camp- 
bell, owner of the Campbell Tire Serv- 
ice Co., 2512-2518 Reading Rd., opened 
store No. 2 at 2018 Madison Rd. last 
week. 

Campbell, known through his, “We 
come a-humping” slogan, is the local 
Cincinnati distributor of Dayton Thor- 
oughbred tires. 





Staffy with Baltimore Oakland 

BALTIMORE, July 19—J. A. Staffy 
has been appointed assistant general 
manager in charge of sales for the 
Baltimore Oakland Company, Oakland 
and Pontiac distributor. He has been 
engaged in automotive sales work for 
a number of years. 


Car Number 250,000 


Norwood Chevrolet Reaches 
Quarter Million Mark 


CINCINNATI, July 20—The 250,- 
000th car to come off the assembly line 
of the Norwood plant of the Chevrolet 
Motor Co. was a new Imperial landau 
sedan, and plant executives gathered 
to celebrate the incident. R. S. Mont- 
gomery, plant manager; C. F. Sawade, 
plant superintendent; A. F. Young, 
Chevrolet regional sales manager, with 
headquarters at the Norwood plant, 
and George K. Browder, retail sales 
manager, officiated at the celebration 
ceremonies. 

Both Montgomery and Sawade have 
been at the Norwood plant since it first 
began to operate back in 1923. Young 
recently succeeded W. D. Douglas as 
regional director. 

There are now 1500 men employed 
at the Norwood plant, three times as 
many as when the plant started three 
years ago. Additions have been made 
to the plant which have increased the 
output to 12,000 cars a month. 





More Cars in Oregon 


SALEM, ORE., July 18—Registra- 
tion of motor vehicles in Oregon for the 
first six months of 1927 exceeded by 
11,059 the registration for the first 
half of 1926, according to a statement 
compiled by Secretary of State Kozer. 





Balzar Sales Manager 


OAKLAND, CAL., July 20—J. F. 
Balzar has been appointed sales man- 
ager for the new Chevrolet sales and 
service plant. 





E. T. Ball Ill 


BUFFALO, N. Y., July 18—E. T. 
Ball, salesmanager for the Joseph 
Strauss Co., automotive equipment dis- 
tributor, has been confined to his home 
by illness for several weeks. Physi- 
cians have ordered a complete rest. 
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Two-Year Mileage 
Totals 1,250,000 


Cadillac and La Salle Test 
Runs Equal Twice Around 
World Every 30 Days 


DETROIT, July 21—Mileage equal 
to a trip around the world twice every 
month is being piled up by Cadillac and 
La Salle cars at the General Motors 
proving grounds, Milford, Mich. Nearly 
1,250,000 miles of experimental and 
test runs have been conducted on these 
two cars by the Cadillac Motor Car Co. 
during the past two years. 

The mileage from July 1, 1925, to 
July 1, 1927, was 1,215,276. This is 
equal to 48.6 trips around the world, 
more than five times the distance to 
the moon, and is also equal to the 
average annual mileage of 1215 cars. 

These figures were revealed by H. M. 
Stephens, general salesmanager of the 
Cadillac Motor Car Co., following the 
recent test run in which a La Salle car 
made 951 miles in 599 minutes. 

“The purpose of these high-speed 
tests is not primarily to develop speed 
but to make a supreme test of dura- 
bility,” Mr. Stephens states. “At the 
General Motors proving ground there 
are ideal conditions for high-speed work 
with every possible factor of chance 
and hazard eliminated, and we know of 
no better method to test the engineer- 
ing perfection of a car than by the use 
of high speed. 

“In addition to the 12 La Salle stock 
cars which have been continually under- 
going tests since they first came from 
the production line Jan. 14, another six 
experimental La Salles produced earlier 
piled up heavy mileage. Five Cadillac 
cars were each driven distances ranging 
from 105,000 to 136,000 miles, and the 


sixth has traveled more than 80,000 
miles. 








Builds for Dealers 
(Continued from page 9) 


The activities of the corporation will 
be vested in the hands of two com- 
mittees. The operating committee will 
be C. S. Mott, chairman, M. L. Pren- 
tice, James MacEvoy and Harry T. 
Hickie. The finance committee will be 
Donaldson Brown, chairman, C. S. 
Mott and M. L. Prentice. 

Harry Hickie, Manager 

Harry T. Hickie, who has been identi- 
fied with the sales division of the cor- 
poration for some time and who is 
recognized as one of the outstanding 
experts on service station and sales 
room design and construction in the 
industry, will be general manager of 
the new corporation. Mr. Hickey’s de- 
partment will have full charge of ac- 
quiring sites in the various cities and 
will also design the buildings which 
are to be erected. Albert Kahn, of this 
city, nationally known architect of 
business buildings, will have supervi- 














Olds Appoints Two Branch Managers 


Motor Age 


Olds Motor Works announces the appointment of J. M. Wilson (left) as 
manager of the branch at Atlanta, and George Pomeroy (right) as manager 
of the branch at Washington, D. C. 





sion of plans and construction work. 

The corporation already has pro- 
jected buildings under way in Detroit, 
Pittsburgh, Kansas City and Boston. It 
is also building in Chicago, where a 
subsidiary corporation under the laws 
of Illinois was incorporated. 

Besides providing direct factory 
branches for the various divisions, the 
realty corporation will also enter into 
agreements with distributors and with 
dealers, after they pass the necessary 
requirements, and will provide their 
plants for them. 


Chevrolet Motor Co. 


Creates Seattle Zone 
SEATTLE, WASH., July 19—In pur- 
suance of its plan to divide sales 
regions into more intensive districts, 
or zones, so as to handle more effect- 
ively the fast increasing volume of bus- 
iness in this section, the Chevrolet Mo- 
tor Co. has created what is known as 
the Seattle zone, comprising all of 
Washington except the Walla Walla 
and southwestern district and the north- 
ern Idaho district. 
T. F. Hildebrand has been chosen as 
salesmanager and has named George 
Reade as his assistant salesmanager. 


Record Week for Graham 

EVANSVILLE, IND., July 18— 
Graham Brothers, truck division of 
Dodge Brothers, Inc., during the week 
of June 19, delivered 1415 trucks to 
domestic and Canadian buyers, accord- 
ing to the report of A. E. Cooney, local 
plant manager. This constitutes a 
record week, exceeding by many units 


the corresponding week of any previ- 
ous year. 








GMC Sales Show 
36 Per Cent Gain 


NEW YORK, July 20—General 
Motors retail sales in June were 159,701 
cars and trucks, compared with 171,364 
in May and representing a gain of 36 
per cent over the June, 1926, total of 
117,176. 

Sales by General Motors car division 
to dealers in June were 155,525 against 
173,182 in May and an increase of 39.6 
per cent over June, 1926, when 111,380 
vehicles were shipped. Six months sales 
of dealers to users follow: 








1927 1926 

os ae ee Kee ee 81,010 53,698 
Eee 102,025 64,971 
re 146,275 106,051 
a 180,106 136,643 
BE gk kx nen wd 171,364 141,651 
EE” co 5-54 sans ee 159,701 117,176 

840,481 620,190 





Tipper Returns from Europe 

NEW YORK, July 15—Harry Tip- 
per, general sales manager of the 
General Motors Export Co., R. K. 
Evans, regional director for Europe 
and Keith Wood, managing director 
of General Motors International, arriv- 
ed in New York recently from Europe. 





Wade Joins General Export Co. 


NEW YORK, July 18—A. M. Wade, 
formerly advertising manager of the 
Connecticut Light and Power Co., has 
joined the advertising division of the 
General Motors Export Co. 
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Park Yourself and 


Wrestle With These 


SN’T it surprising how little we know sometimes about the things we 


ought to know best? Here we are, in the biggest and greatest industry 


in the world, and yet many of us are obliged to admit an abysmal ignorance 
regarding some of the most fundamental, elementary facts about it. It is 
gratifying to know that executives, salesmen and service mechanics are 
being inspired by these weekly quizzes to brush up in their information on 
all phases of the industry. Knowledge of that fact—as well as an admission 
of our own ignorance of some of the answers before we looked them up— 


in 


heartens us to believe that we shall not share the fate of the catechists 


the Scottish proverb: 


“What sent the messengers to hell 
Was asking what they knew full well.” 


If you have any pet questions of your own, simple or intricate, please 


send them along WITH the answers. You will know how you average on 
this week’s examination by comparing your answers with the correct ones in 
next week’s Motor Ace. Count ten for each correct answer. 


o> 


10. 


1. What automobile used the slogan, “The Universal Car?” 

2. (a) What do the initials “N.S.P.A.” stand for? (b) Who is 
its president? (c) First vice-president? (d) Executive 
vice-president? (e) Secretary? 

3. How many units are there in General Motors Corporation? 

4. What make of ignition was used in the winning Duesenberg 
car in the 1927 Indianapolis Speedway Memorial Day Race? 

5. How can the engine speeds of different cars be compared 
when the cars are driven at the same road speed? 

6. What is meant by the compression ratio of an engine? 

7. How does the average wholesale value of the motor vehicles 
produced in 1899 compare with that of the motor vehicles 
produced in 1926. 


8. What is the ranking of the first ten industries of the United 
States, based on wholesale value of product? 

9. (a) Approximately how many square feet of plate glass 
were used in motor vehicle manufacturing during 1926? 
(b) The foregoing was what percentage of the total plate 
glass production? 


10. Approximately how many miles of surfaced roads were 
there in the United States at the end of 1926? 


ANSWERS TO JULY 14 QUESTIONS * 


. Chevrolet uses the slogan, ‘‘For Economical Transportation.”’ 
. (a) The initials “A.E.A.’’ stand for Automotive Equipment Association. 


(b) The president is E. V. Hennecke, Long Island City, N. Y. (c) The 
vice-president is A. C. Storz, Omaha, Neb. (d) The commissioner is 
William M. Webster, City Hall Square Building, Chicago, Ill. 


. There are 22 makes of eight-cylinder cars manufactured today in the 


United States. 


. (a) Of the foregoing, 17 are straight Eights. (b) Five are V-type Eights. 
- (a) The straight Eights are: Auburn, Chandler, Davis, Diana, Elcar, 


Gardner, Hupmobile, Jordan, Kissel, Locomobile, Marmon, McFarlan, 
Packard, Paige, Roamer, Stearns-Knight and Stutz. (b) The V-type 
Eights are: Cadillac, Cunningham, LaSalle, Lincoln and Peerless. 


. The maximum piston displacement of the cars which competed in the 


Indianapolis Speedway Memorial Day Race this year was 91!'/ cubic 
inches. 


. Piston displacement is worked out on the formula D®* x .7854 x S x N. 


In this formula D stands for cylinder bore; S is the stroke; and N the 
number of cylinders. In other words piston displacement is computed 


by squaring the cylinder kore, multiplied by .7854, multiplied by the 
stroke, multiplied by the number of cylinders. 


- (a) Motor vehicle production in 1899 was 4,192; in 1926 it was 4,428,286. 


(b) This was a gain of 105,536%. 


- (a) The wholesale value of the motor vehicles produced in 1899 was 


$4,428,286; the wholesale value of those produced in 1926 was $3,163,756,- 
676. (b) This was an increase of 64,605%. 


Approximately 303,000 tons of crude rubber were used in motor vehicles 
during 1926. 





*These answers are not guaranteed, but have been secured from sources thought to 


be reliable. 
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Locomobile Fitted 
With Spiked Tire 


Perfect Non-Skid Quality is 
Claimed for Invention of 
Arvid Enlind 


BRIDGEPORT,CONN., July 18—Some 
interesting tests were made by the Lo- 
comobile people the other day of a 
non-slipping tire, the invention of Dr. 
K. Arvid Enlind. The rear wheels ofthe 
Locomobile were fitted with a pair of 
these tires and a 30-foot incline of 
smooth ice blocks was built with a 36 
per cent incline, up which the non-slip- 
ping-tire-fitted vehicle mounted with 
ease. Patent for this invention was 
granted June 24. 

The MoTorR AGE man was shown a 
photograph of the vehicle ascending 
the incline during the test. Some fur- 
ther tests on slippery macadam and in- 
clines will shortly be made in New 
York city. 

The Enlind non-slipping tires are the 
same as ordinary tires except that be- 
tween the layers of fabric is inserted 
a plate. In a part of that plate is a 
threaded socket, which extends from 
the periphery of the tire to the plate. 
Into this threaded socket spurs of steel 
are inserted from one-eighth of an 
inch to one inch in length. 

The latter spurs are used in riding 
on ice, quarter-inch spurs being used 
for slippery macadam and road riding. 
When the spurs are not in use ordinary 
screws to fit the aperture are inserted 
to keep out the dirt—From MOoToR 
AGE, July 19, 1900, 27 years ago. 





Seventeen Dealers 


Try Windsor Plan 
DULUTH, MINN., July 19—Seven- 
teen automobile dealers have adopted 
the Windsor plan for selling used cars 
and the price chart is being printed in 
a local daily paper. The plan has al- 
ready been indorsed by the Minnesota 
Motor Trades Association. 


Will Redeem Preferred 

DETROIT, July 18—Motor Wheel 
Corp. will redeem all outstanding pre- 
ferred stock Aug. 15, the directors have 
decided. Letters have been sent to all 
preferred stockholders instructing 
them to forward their certificates to 
the American State Savings bank in 
Lansing, or to the National City Bank, 
55 Wall Street, New York. 

The stock should be forwarded any- 
time between Aug. 1 and Aug. 15 for 
redemption at $115 a share. 








Stewart Succeeds Walsh 

BUFFALO, N. Y., July 20—L. I. 
Stewart has been appointed zone sales 
manager by the Chevrolet Motor Co., 
with headquarters in this city. He 
succeeds H. J. Walsh, who was recently 
transferred to be manager of the Bos- 
ton zone. 
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Commercial Trust 
Buys Chicago Corp. 


Called First Step In Promised 
Low Finance Plan for All 
Hudson-Essex Dealers 


NEW YORK, July 21—The Com- 
mercial Investment Trust Corp., one of 
the largest organizations of its kind 
in the country, has acquired through 
purchase the business of the Chicago 
Acceptance Corp. of Chicago which 
operated in the finance field in Illinois, 
Indiana, Wisconsin and Minnesota. 
Total assets of approximately $4,000,- 
000, of the Chicago corporation have 
been transferred to Commercial In- 
vestment Trust Corp. which takes over 
the outstanding business and good-will 
of the Chicago company. The business 
of the Chicago corporation will be 
carried on through the Chicago sub- 
sidiary of the Commercial Investment 
Trust Corp. 

The Chicago Acceptance Corporation 
was organized some years ago by the 
Hudson distributors at Chicago and 
Minneapolis to finance sales of Hudson 
and Essex automobiles exclusively and 
this absorption by Commercial Invest- 
ment Trust Corp. follows closely the 
announcement made recently by the 
Hudson Motor Car Co. of Detroit of a 
nation-wide contract with Commercial 
Investment Trust Corp. to extend low 
finance rates to Hudson and Essex 
dealers throughout the United States. 





Dictator in Two Colors 


SOUTH BEND, IND., July 20—Two 
attractive color combinations are avail- 
able on the Studebaker Dictator Vic- 
toria, according to a recent factory an- 
nouncement. One is a combination of 
deep Kinick green, Tuchi gray and lus- 
trous black. The other is a blending of 
Hopi drab and Croatan green. 





Detroit Gets Airplane Parts 
DETROIT, July 18—The Detroit 
board of education has accepted $20,- 
000 worth of obsolete airplane parts 
and four motors from the, United 
States Navy. The material will be 
used in the projected course in aero- 

nauties in one of the city schools. 





Luko Co. Sells Building 


HARTFORD, CONN., July 18—The 
Standard Auto Top Co. has taken over 
the sales and service building former- 
ly occupied by the Luko Motor Co. The 
latter concern which, was an associate 
dealer for Chevrolet, has retired from 
the sales field. 





Purchase Dresslar-White Co. 
NASHVILLE, July 19—The Dress- 
lar-White Co., former authorized Ford 
dealer of Nashville has been pur- 
chased by the Hippodrome Motor Co. 
and the George Cole Motor Co. 


Motor Age 
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Jest—A Bit Cynical 














By S. G. SWIFT 


J V. LUCAS, Chicago, writes that recently an armored truck drove into his 

e garage for a minor adjustment. It contained a big payroll for a local mill. 
“That was once when there was money in a garage,” says Lucas. (How about 
an occasional fast one from the rest of you fellows? Send ’em along.) 


* * * * 


ptr tame is not a matter of chance and while we may think that it does not 
always come to those apparently the most qualified to receive it, it usually 
lands in the right place. The best mechanic, I know anything about is usually 
as idle as a barber in the House of David. Nobody goes to his shop more than 
once. His competitor, who does only mediocre work, is as busy as a lipstick in 
Hollywood, to continue with the similes. That sounds a bit odd but it isn’t 
because the first man is surly and disagreeable; the other is courteous. He has 
the good sense to make use of the most priceless—and the cheapest—commodity 
that can be handled by any automotive establishment. When visitors call at our 
homes they are treated with courtesy. When they call at our stores or shops— 
our business homes—the same high grade of politeness should be shown them. 
A little of the oil of human kindness is a great business getter, and a stock of 
courtesy pays big dividends. (Pardon me for pointing). 


* * * 


yee RATES, according to a dealer who writes that he has tried 
. them “for a couple of months” are no good. Which reminds me of a 
chap down home known as Tired Tim. Tim once said—or is supposed 
to have said—that in his experience the talk of the benefits to be gained 
from bathing in famous springs was the bunk. “I bathed in the spring 
they had the World’s Fair and it never done me no good,” said Tim. 


* * * * 


{ AM more than passingly interested in the announcement that Detroit dealers, 
have decided that, “stores selling new cars shall be closed on Sunday.” I 
certainly hope that Mr. Ford’s reasons for a five day week haven’t been too 
seriously considered. A seven day week is about one day too long, just as a five 
day week is one day too short. A Providence, R. I. dealer who closed his place 
of business Saturday afternoons last summer, stood across the street and counted 
the prospective purchasers who tried to get into his store to do some prospective 
purchasing. At two o’clock he frothed at the mouth, at three thirty to the min- 
ute he fell in a faint, at five he went to the ten cent store, purchased a dime’s 
worth of rope and at six sharp, went up into his attic and hanged himself. 
The last part of the sentence is merely my idea of a joke; actually this man 
counted 97 persons who tried his door, turned away and presumably did their 
purchasing elsewhere. And as most of them worked during the week and had 
only Saturday afternoons in which to shop he wisely decided to stay open 
Saturday afternoons. Six days a week is not long for anyone to work—except. 


editors. 
* a * * 


a hel having been born with a caul I have no way of forecasting 
just how this paragraph will register with the average reader. It 
is a boost for good equipment and concerns a successful coal merchant 
who delivered to my home an emergency half-ton of coal for the 
laundry stove. The coal set me back $7.50 and it was brought to me 
by an outfit that cost the dealer $2,200. But it was delivered into the 
cellar in exactly three and one-half minutes by the watch; and the mer- 
chant, as I said, is successful. 


* * * * 


[* there is any one man in public life that I admire more than another and 

for whom my admiration is based on something more tangible than mere 
hero worship, that man is Secretary Hoover. He has always a way of finishing 
what he starts that compels my none too reluctant homage. His latest work, 
the calling together of a committe to study into the traffic situation with a view 
to standardizing road rules should be of benefit to humanity; to that part of 
it that sells automobiles, especially, because once there are universal traffic laws, 
we shall sell hundreds of thousands of cars to timid souls who do not now care 
to subject themselves to the bawlings out consequent on breaking a law in one. 
city by doing the thing that was legal in another. Speed the day when a left 
hand turn in the deserted streets of a Kokokus, will also be a left hand turn in. 
the busy traffic of a De Russey’s Lane. | 


* * « * 


ND while he’s at it, perhaps the secretary can do something about women 
drivers. I find that at the present time there is a closed season on them in 
nearly every state. I mean that it is against the law to shoot them. 
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Falcon-Knight 
Sales Are Heavy 


5350 Knight Sixes Sold Since 
Introduction of New Car 
Three Months Ago 


DETROIT, MICH., July 18—Sales of 
Falcon-Knight motor cars built by the 
Falcon Motors Corporation of this city 
and Elyria, Ohio, totaled 5350 for the 
first three months in which this new 
manufacturer has been in the market, 
according to a statement just given out 
by John A. Nichols, Jr., president. 

June sales totaled 1924 and were 10 
per cent in excess of those for May 
despite the general slowing up in retail 
sales in the industry as a whole. 

The total valuation of the sales of 
Falcon-Knight cars to date is $5,430,- 
250, and retail sales are progressing 
satisfactorily as the dealer organization 
is being built up. 

Export deliveries total slightly more 
than 400 and sales presentation in the 
leading foreign countries is progress- 
ing at a satisfactory rate. 

The Falcon-Knight was first shown 
to a limited number of motor car deal- 
ers in January and deliveries started 
in April of this year. 





159 Miles in 152 Minutes 


PEORIA, ILL., July 20—Rollen 
Travis, head of the Travis Cadillac 
Co., drove a stock LaSalle roadster, 
fully equipped, from Chicago _ to 
Peoria, a distance of 159 miles in 152 
minutes, official running time, last 
week. It set a record for travel be- 
tween the two cities and was made in 
interest of the development of a super- 
highway between Chicago and the down- 
state center. The last 50 miles were 
made in 389 minutes. 

Passenger cars, and not trucks, were 
the greatest hindrance on the trip, 
which Travis said could have been 
made in 10 minutes less if passing 
cars had more strictly observed the 
rules of the road. 





Economy Buys Garage 


ROCK ISLAND, ILL., July 19—H. 
L. Millett and W. N. Anderson, pro- 
prietors of the Economy Motor Sales 
Co., Chevrolet car and truck dealers 
have purchased from R. P. Galbraith, 
owner of the Galbraith Motor Co., 1720 
Fourth Ave., the garage building at 
that site. The purchase price was $75,- 
000. 





Carolina Motors Incorporates 


COLUMBIA, S. C., July 19—The 
Carolina Motors Co. of Greenville has 
been granted a charter to operate as 
a car dealer. The capital stock is $100,- 
000. J. T. Mason is president and 
treasurer and J. D. M. Smith is vice- 
president and secretary of the company. 








Jordan U biquiting 
and Bilocationing 


BOSTON, July 18—Edward 
S. Jordan is back on the cir- 
cuit. 


The ubiquitous president of 
the Jordan Motor Company 
was host to the dealers han- 
dling his line throughout New 
England at a luncheon at the 
Copley Plaza hotel last week. 
All the new England states 
were represented. 

He complimented the deal- 
ers on the fine total of sales 
they were making here, and 
said their orders had much to 
do with helping the company 
create new records for produc- 
tion in May and June this 
year. 


It is expected that during his 
present activities among deal- 
ers throughout the country, 
his movements will again call 
into question the impossibility 
of bilocation. 

The following key to the 
foregoing paragraphs is fur- 
nished for the benefit of those 
living outside Boston: 

Ubiquitous—existing or be- 
ing everywhere at the same 
time. 

Bilocation—state or power 
of being in two locations at 
the same time. 




















Brings Road to Car 


SOUTH BEND, IND., July 19—For 
minute studies of performance under 
varied loads and speeds, research en- 
gineers of The Studebaker Corp. have 
developed a chassis dynamometer on 
which it is possible to duplicate hills of 
any grade, rough road conditions, and 
speeds up to 120 miles an hour. The 
dynamometer is virtually an automobile 
treadmill, all four wheels of the car 
resting on rollers. 





Takes on Gustin Line 
OKLAHOMA CITY, OKLA., July 
20—The Ray Neel Tire and Service Co. 
has been made state agents for the 
Gustin Co., St. Louis. The firm also 
handles India tires. 
Wick Bros. Let Contract 
JACKSON, O., July 17—Wick Bros. 
have awarded the contract for the erec- 
tion of a fireproof garage 86 by 50 
feet and two stories high to be erected 
in the rear of the Gibson Hotel. 





Whalen Leaves for London 
DETROIT, July 18—W. T. Whalen, 
general manager of the General Motors 
Export Co., left New York, July 13, on 
the steamship George Washington for 
London. 
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George Marlette 
AEA Zone Head 


GaMeDa Names Well Known 
Merchandising Man for 
Southeastern Post 


CHICAGO, July 19—George S. Mar- 
lette, until recently assistant director 
of sales of the General Equipment 
Corp. of Kalamazoo, has been appointed 
zone manager of the A. E. A. Greater 
Market Development, for the south- 
eastern states. Mr. Marlette assumed 
his new duties on July 10. 

Following the war Mr. Marlette 
entered the accessory and equipment 
field as salesman for the Manley Manu- 
facturing Co., of York, Pa., covering 
the southwest and middle west terri- 
tory. Later he joined the organization 
of Straus-Frank Co., San Antonio, Tex- 
as jobber, as manager of the shop 
equipment department. While with 
this company. Mr. Marlette was in- 
strumental in putting out the first 
truck ever used for selling and demon- 
strating shop equipment. 

From the jobber field, Mr. Marlette 
entered the manufacturing end of the 
trade, joining the General Corp., first 
as district sales manager in the south- 
west and later as assistant director of 
sales. 





Georgia Sets Record 


ATLANTA, July 19—With total cél- 
lections for the first six months of this 
year by the Georgia Motor Vehicle 
Department exceeding the total collec- 
tions for the whole of any previous 
year, 1927 has already established a 
record in Georgia in motor car regis- 
tration, the previous best year having 
been 1926. 

It is interesting to note that the 
registration of lower-priced cars this 
year has been unusually heavy due to 
the remarkable sales record the Chev- 
rolet has made in the Georgia district. 





Hill-Reed Incorporated 


CARTHAGE, N. C., July 19—The 
Hill-Reed Chevrolet Co., local Chevro- 
let dealer, has been incorporated with 
an authorized capital stock of $50,000 
of which $6,000 has been subscribed 
by L. P. Wilkins, Sanford; H. M. Hill 
and W. P. Reed, all of this city. 





Takes on Prest-O-Lite 


LOUISVILLE, July 20—R. D. He- 
man Co., 943 South Third Street, has 
been appointed distributor of new 
Prest-O-Lite batteries in this territory 
by the Prest-O-Lite Storage Battery 
Sales Corp. of Indianapolis, Ind. 





New Quarters for Marshall 


FLINT, July 19—The Marshall Auto 
Co., oldest Nash dealers in Michigan, 
have moved into remodeled quarters at 
1303 N. Saginaw Street. 
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Custom Sedan 


Added by Moon 


Newest Member Called Ace 
of Company’s Light Sixes 
is Priced at $1,395 


ST. LOUIS, July 11—As a notable 
addition to its recently announced line 
of sixes and eights, the Moon Motor 
Car Co. announces the five-passenger, 
Moon Six-Sixty custom-built four-door 
sedan, priced at $1,395. This sedan is 
finished in a desert sand color over 
hood, cowl, body, top and upper struc- 
ture, including the smooth metal back. 
Fenders and dust aprons are the same 
color. Windows are edged with Apache 
red. Upper and lower body moldings are 
finished in maroon and are set off by 
a bright red pin stripe, the lower mold- 
ing being carried from the radiator, 
along the hood and body and completely 
around the back body panel. The up- 
per molding also runs entirely around 
the body and over cowl, following the 
line where the super-structure meets 
the body. Drip moldings are in black 
enamel. 

A feature of this new car is the 
snappy, cadet-visor type of sunshade 
which is also finished in a desert sand 
color. Headlamps and cowl lamps of 
the bullet type are finished in the body 
color and have heavy nickeled rims and 
Para-Beam lens. 


Upholstered in Broadcloth 


This sedan is upholstered in a two- 
toned effect, seat cushions and backs 
being of delicately figured broadcloth 
with side panels, doors, overhead and 
back in a soft-toned, plain broadcloth. 

Interior fitments include a heavy silk 
robe rail, dome light, silk assist cord, 
a purse-effect pocket in each of the 
four doors; and silk curtains at rear 
and rear quarter windows. Hardware 
is of a plain, silver finish. 

A featured mechanism of the sedan 
is the patented, “one-hand,” swing-type 
windshield which is operated by a regu- 
lator handle located in the center of 
the cowl bar and within easy reach of 
the driver’s right hand. 

Like all Moon Six-Sixty cars, this 
sedan is mounted on a 110-in. wheel- 
base chassis. 





Patti and Conover Join 
White Manufacturing Co. 


SIOUX CITY, IOWA, July 20—The 
Julian M. White Mfg. Co., announce 
that Nick Patti, formerly associated 
with Freed-Eismann, has been made 
director of sales and Lee Conover, for- 
merly director of sales for the Garod 
Radio Co., has been appointed eastern 
representative. The company manu- 
- factures White socket power units. 





Blake Bus Line Manager 
DETROIT, July 20—E. A. Blake of 
Detroit, has been elected vice-president 
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Moon Custom Built Sedan 


This custom built Six-Sixty sedan lists at $1,395. 
Finish is desert sand, striped with red and maroon. 


in. wheelbase chassis. 


It is mounted on the 110 


A feature of the new car is a cadet-visor type of sunshade 





and general manager of the Motor 
Transit Management Co., of Minne- 
apolis and Foster G. Beamsley, of Du- 
luth, has been chosen secretary-treas- 
urer. The company operates the Oriole 
lines from Chicago to Detroit, the Safe- 
ty Motor Coach lines between Chicago 
and Grand Rapids and the Purple Swan 
lines from Chicago to St. Louis and 
Kansas City, Mo. 


$21,000,000 for Roads 


SPOKANE, WASH., July 21—Wash- 
ington leads the western states in con- 
templated highways construction this 
year, with 385 miles of new motor 
thoroughfare planned. During 1927 and 
1928 road work in this state will rep- 
resent an expenditure in excess of $21,- 
000,000. 
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Stephen A. Douslas 


DETROIT, July 18—Stephen A. 
Douglas, 63 years old, Michigan rep- 
resentative of the Globe Machine & 
Stamping Co., died July 6 in a De- 
troit hospital. Mr. Douglas was a 
pioneer in the automotive industry and 
had an extensive acquaintance among 
executives. 





Kent Goes With Browne 

MILWAUKEE, July 19—John W. 
Kent, for 10 years with the Jonas 
Cadillac Co., has resigned to become 
associated with George W. Browne, 
Inc., Chrysler distributor. Mr. Kent 
ranked as one of the most successful 
salesmen in the local Cadillac mer- 
chandising organization, winning 
several important awards in_ sales 
competitions during recent years. 





Opens Coast Office 


BALTIMORE, July 20—In order to 
take care of its greatly increased bus- 
iness in the far West, the G-H Manu- 
facturing Co., Inc., has established a 
branch at 677 Folsom St., San Fran- 
cisco, where a full stock of all products 
will be carried. 





Bay State Checks 


Insurance Dodgers 


BOSTON, July 19—Massachusetts 
motor vehicle inspectors have now 
started a campaign against Bay State 
owners of cars and trucks who are reg- 
istering their cars in other neighboring 
States to dodge the Compulsory Insur- 
ance law. The first drive was made 
near the Rhode Island line yesterday 
when 16 residents operating under 
Rhode Island plates, but living across 
the line in Massachusetts were served 
with summones to appear in court 
next week for not obeying the law. 
Other inspectors are about to make a 
check-up on the borders of New Hamp- 
shire, Vermont, New York and Con- 
necticut. 





He Knows How to Sell 


Car to Society Woman 


SPOKANE, WASH., July 19—R. M. 
Logsdon of the sales staff of Wallace 
Brothers, Studebaker-Erskine distrib- 
utor, has won the first prize of $100 
cash in a nation-wide essay writing 
contest put on by the factory sales 
division. The title of the contest was, 
“How to Sell a Society Woman an 
Erskine Coupe.” 





Takes on Houdaille 


BUFFALO, N. Y., July 19—Houde 
Engineering Corp. announces the ap- 
pointment of the Albany Motor Spe- 
cialty Corp, as distributor for Houd- 
aille hydraulic double-acting shock ab- 
sorbers and Scully spring protectors 
for the Hudson River Valley Territory. 





R. E. Lee Reelected 
ST. LOUIS, July 21—Robert E. Lee, 
for 20 years manager of the local auto- 
mobile dealers’ association, has been 
reelected president of the St. Louis 
Safety Council. 
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By SAM U. L. SPARKS 
AYBE it wouldn’t be outa order to say that everything which is printed 


in this here column, I stand back of it. I read it myself, and if anything 
uncomplimentary should be wrote about certain tribes or sects, sometimes called 
bus salesmen, don’t expect me to come out a coupla years later with a apology 
and tell you, after all the low-down things which was said, that I didn’t know 
what the editor was printing in the paper. 
.o « © * 


Anybody which is in the automobile business had ought to know that a prospect 
list which is one of them “Off again, on again, Finnegan” lists ain’t going to be a 
list of hot prospects, unless they are maybe hot under the collar. 

* * * * 


Every once and a while I am ast the question, do I handle all prospects alike, 
and I answered, did you ever go fishing? 

If you want to catch a trout you maybe use a hook with a red feather on it, 
but if you should want to catch a bass, why that is a feather of another color. 

Salesmanship begins at home and when your bitter half says, “George, we 
simply must have some new curtains for the living-room,” you had ought to 
say, “Why Gwendolyn, didn’t you know that the curtains which we have is 
Turkish Fez which is getting to be a scarce and valuable article?” 








Gwendolyn will no doubt remark, “Really, George?” and you will wonder is 
she taking the bait or is she maybe only laughing up her sleeveless kimona, but 
don’t let that phase you. Just come back with one like this: 

“T heard Mrs. Honeywell remark to Mrs. Goldbrick the other day that she 
had shopped all over town to get a pair of curtains like yours.” 

If you get away with it you save forty or fifty smackers, and you are some 


salesman. 
* . oe * 


I mind the time I sent Ossie Osgood, which he hired out to me under the 
false pretenses that he was a salesman, to sell a car to Mrs. Stonehammer, which 
she is the wife of one of our big bankers here in Sparks Corners. 

Ossie comes back and says old man Stonehammer has got a car. 

“So’s your old man,” says I, “but Stonehammer’s wife ain’t got one.” 

Well, if you want a thing done right you ought to do it yourself, thinks I. 
So I ast Mrs. Sparks, my helpmeet, to get busy and she invites this dame to 
ride down to the Ladies’ Aid meeting with her in a Halfpast Six roadster. 
And a coupla days later out to the Country Club. 

One of my rules of salesmanship is to let the prospect do some of the 
talking, and my bitter half ain’t exactly a dumb-bell herself, so she waits 
for Mrs. Stonehammer to do some talking. 


“It’s really quite considerate of Mr. Sparks to leave his car at home for you,” 
says the dame. 


Ll 














“Men ain’t like that,” or words to that effect is the come-back of Mrs. Sparks. 
“T have my car and Sam has his. And, do you know, so many of the women 
are driving their own cars—there’s Mrs. So-and So and Mrs. Et Cetera, and I 
could name you a dozen more. It really does seem a shame that Mr. Stone- 
hammer should take his car down to the bank and leave it parked there all day 
when you could make such good use of it. But don’t hesitate to ask me any 
time you want me to drive you places.” 

Well, a coupla days later old Stonehammer calls me up on the phone and tells 


me to drive one of them Halfpast Six roadsters out to the house and come in 
for my check. 


Do I take credit for that sale? Well I delivered the car, didn’t I? 
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Lubricant Faker 
Draws Sentence 


Yonkers Man One of Several 
Prosecuted in Drive of 
Fair Trade Group 


NEW YORK, July 19—Through the 
sentencing of an automobile service 
station manager by the city court of 
Yonkers, it became known today that 
the district attorney of Westchester 
County, New York’s wealthiest suburb, 
has joined the public prosecutors of 
New York City and Long Island in a 
general effort to protect the motorists 
of the metropolitan district against 
frauds in the sale of automobile oils. 

Representatives of the American Fair 
Trade Association, which is collecting 
evidence against dishonest oil dealers 
and standing as complainant in these 
suits, said that the Yonkers case is the 
first of several in Westchester County, 
and that warrants have been served 
also upon proprietors and managers of 
oil service stations in Mamaroneck, 
Tuckahoe, Pelham and Larchmont. The 
association’s drive in Westchester 
County is part of a national campaign 
which has already resulted in the fining 
and imprisonment of a number of deal- 
ers in New York City and Long Island; 
and arrests in Boston, Mass., and Provi- 
dence, R. I. Warrants have been issued 
in several other cities on the Atlantic 
seaboard and investigations are now in 
progress in certain cities in the Middle 
West. : 

These investigations indicate, accord- 
ing to Edmond A. Whittier, secretary- 
treasurer of the association, that prac- 
tice of fraudulent substitution in the 
sale of motor lubricants is being car- 
ried on all over the country. 





Knoble Made. Assistant 


Advertising Manager 


DETROIT, July 19—The Chrysler 
Corp. announces that Clifford Knoble 
has been made assistant advertising 
manager. He has already assumed his 
new duties. 





Orders 1928 Tags 


DOVER, DEL., July 19—The Board 
of State Supplies of Delaware has 
awarded to the National Colortype Co. 
of Bellevue, Ky., the contract for fur- 
nishing the state with 1928 automobile 
tags. The color adopted is white back- 
ground with black letters and figures. 





Brace at Lake Geneva 
KANSAS CITY, MO., July 21—W. 
J. Brace, president of the Hudson- 
Brace Motor Co., Hudson and Essex 
distributor here, is spending the hot 
days with his family at his summer 
home at Lake Geneva, Mich. Mr. Brace 
is a former president of the National 

Motor Car Dealers Association. 
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100,000 Mile Car 
Adds 21,000 More 


Record Oakland Receives Big 
Welcome at Finish of 
Successful Run 


PONTIAC, MICH., July 18—Exactly 
five months after the 100,000-mile Oak- 
land sedan left the Oakland factories 
at Pontiac, Mich., it returned from a 
grueling road trip of more than 21,000 
additional miles through 37 states and 
500 cities and towns in the United 
States besides trips into Mexico and 
Canada. 

Thousands of employees joined the 
mayor of Pontiac and the executives of 
the Oakland Motor Car Co. in a cere- 
mony of welcome at the main office 
building as the car drove up to the 
plant at the finish of the trip. 

The car was first run on a treadmill 
for 100,000 miles in the showroom of 
the Richards-Oakland Co., Detroit, and 
then was sent on a great swing through- 
cut the country, the route resembling 
a gigantic figure eight. The eastern 
loop was made first and then the west- 
ern loop. When the Oakland had 
reached Chicago on the home swing, it 
was decided to make still another loop 
of 5000 miles, which kept the car in the 
southeast for an additional month. 

The car was met with bands and 
participated in parades in nearly every 
city of any size in the United States. 





Servel Resumes 


EVANSVILLE, IND., July 19— 
After a week’s recess for annual inven- 
tory the local plant of the Servel Manu- 
facturing Co., builder of commercial car 
bodies, has resumed normal production. 
Fred P. Nehrbas, vice-president and 
general manager, states that the com- 
mercial body building department with 
300 men on the payroll is producing 
about 100 bodies a day. Production is 
largely concentrated on Chevrolet truck 
bodies. 





Form Houston Moon Co. 


HOUSTON, TEXAS, July 20—The 
Houston Moon Co., Bell and San Jacin- 
to Sts., has been organized here for the 
purpose of distributing that line of cars 
in Houston and territory. Charles Pag- 
gi is head of the company and J. H. 
Hobart is sales-manager. 





Takes on Auburn 
BIRMINGHAM, ALA., July 19— 
Southern Motors, Inc., has been named 
Alabama distributor of the Auburn 














New Prices 


on Erskine 6 
NEW YORK, July 18—An- 


nouncement of new Erskine 
prices ranging from $895 to $965, 
effective July 13, was made by 
A. R. Erskine, president of the 
Studebaker Corp., just before his 
departure to Europe. 

The new prices are as follows: 


Erskine Six Tourer.... .....00. $915 
Erskine Six Sport Roadster....... $965 
Erskine Six Business Coupe...... $895 
Erskine Six Custom Coupe....... $965 
Erskine Six Custom Sedan...... $965 




















automobile, according to a recent an- 
nouncement. The showrooms of the 
company are located at 614 South 
Twenty-fourth Street and the complete 
line is already on display. A large 
service department adjoins the show- 
room. 


N. A. D. A. Asks Dealers 
to Work for Tax Repeal 


CHICAGO, July 17—Announcement 
has been made that the House Ways 
and Means Committee will meet Octo- 
ber 31 and for 10 days will consider 
suggestions concerning revenue legisla- 
tion to be presented to the Congress 
convening in December. 

The National Automobile Dealers 
Association, as usual, will seek a hear- 
ing before the Congress in -behalf of 
automotive tax removal and requests 
that individual dealers and local deal- 
er association committees start working 
with their Congressmen immediately. 








Appoints Toledo Dealer 


ST. LOUIS, July 18—Appointment 
of the Bondy Motor Sales Company, 
1717 Adams street as the new Moon 
and Diana dealer is announced by E. 
M. Todd, district sales manager of the 
Moon Motor Car Co. Perry E. Bondy, 
head of the company, is one of the 
most successful and widely known 
automobile merchandisers in Toledo, 
having had many years of experience 
handling a number of well known lines. 
Recently he was the Toledo dealer for 
the Star line. 


Found Gastonia Chevrolet 

GASTONIA, N. C., July 19—The 
Gastonia Chevrolet Co., local Chevrolet 
dealer, has been chartered with a cap- 
ital stock of $100,000, of which $15,000 
has been subscribed. Y. D. Moore, Jr., 
P. H. Spurrier and R. G. Cherry of 
Gastonia are the incorporators. 





Motor Age 


Ratify Goodyear 
Settlement Terms 


Factional Litigation Ended 


at Annual Meeting of 
Stockholders 


AKRON, July 19—Stockholders of 
the Goodyear Tire & Rubber Co., con- 
vened for the annual meeting, formally 
ratified terms of the settlement previ- 
ously agreed upon, which ends all fac- 
tional litigation and provides for re- 
financing the company. 

Goodyear attorneys appeared the 
day following the meeting before Com- 
mon Pleas Judge S. D. Kenfield, who 
issued a court order dismissing from 
the records the various suits involving 
control of the company. 

Principal proposals approved by 
stockholders were: Increase of direc- 
tors from 15 to 17 and election of the 
17 for a three-year term; re-election of 
President Paul W. Litchfield for three 
years; creation and sale of $60,000,- 
000 worth of five per cent first mort- 
gage bonds to mature May 1, 1957; is- 
suance of 1,000,000 shares of new no 
par preferred stock to be offered in 
exchange for present $100 par pre- 
ferred in a ratio of five shares of new 
for each four of old. This takes care 
of the $25 in accrued dividends on the 
7 per cent stock. 

An executive committee, consisting 
of the following, also was elected; 
P. W. Litchfield, Francis Seiberling, E. 
B. Green, S. L. Smith, John Sherwin, 
G. A. Tomlinson and Walter B. Mo- 
honey. 

Of the 17 directors, eight are said to 
represent Goodyear banking interests, 
five, the common stockholders, and four, 
independent interests. 


-Race Track Flops 


WASHINGTON, July 20—The Balti- 
more-Washington Automobile Speed- 
way at Laurel, Md., midway between 
Washington and Baltimore, has proven 
a financial “flop” and was ordered this 
week tobe sold to the highest bidder. 
The track, built of lumber, was de- 
clared to be one of the fastest in the 
world. It will be sold tomorrow. In- 
vestors in the venture will lose ap- 
proximately $450,000. 








10,890 New Members 
LONDON, July 16—The Automobile 
Association, at the last monthly meet- 
ing of the Executive Committee, elected 
10,890 new members. 




















of this issue is a voting coupon. 


Your favorite jobber salesman deserves to win a part' of the $2,075.00 in cash to be award- 
ed inthe MOTOR WORLD WHOLESALE jobber salesmen’s popularity contest. In another part 
Fill it in and send it promptly to the contest editor of 
MOTOR WORLD WHOLESALE. 
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Reclaim Co. Sales 
Gain 55 Per Cent 


AKRON, July 18—At a meeting of 
the board of directors of the Akron 
Rubber Reclaiming Co., B. O. Etling, 
president, announced that sales for the 
first five months of 1927 totaled $636,- 
803, a 55 per cent increase over 1926, 
with a net profit of $83,972.25. 

Payment of a regular quarterly $2.00 
dividend was declared on the preferred 
stock, payable July 1. A dividend of 
$.50 per share was gleclared likewise on 
the common stock of the company, pay- 


able July 15 to all common stockholders . 


of record July 5. The company has no 
bank indebtedness. 

The board of directors authorized 
listing of the company’s shares on the 
Cleveland stock exchange as a con- 
venience to investors in the Cleveland- 
Akron district. 

To care for rapidly increasing busi- 
ness, the board of directors authorized 
equipment purchases which will enable 
the Barberton plant to produce 30 tons 
of reclaims a day. 





Diffley Motor Co. Head 

SEATTLE, WASH., July 19 — 
Thomas Diffley now heads the Diffley 
Motor Co. of Everett, Wash., and will 
handle the Falcon-Knight in that 
territory. C. B. Sauve of the Sauve 
Motor Co. of Aberdeen, Wash., has 
been named Falcon-Knight dealer in 
the Grays Harbor territory. 





Graham Wins Trophy 
PORTLAND, ORE., July 18—The 
fourth monthly tournament of the Port- 








Cut It Out! 


i i a spare moment you will 
find it mighty easy to cut the 
salesman’s popularity voting cou- 
pon from another page in this 
issue, fill it out and send it to 
the contest editor of MOTOR 
WORLD WHOLESALE. Don't 
miss an opportunity to help your 
favorite jobber salesman to win 
a goodly part of the $2,075.00 in 
cash to be awarded 27 of the 
country’s most popular and effi- 
cient salesmen. Send coupons 
promptly. 




















land Automobile Dealers Association 
was held at the Tualatin Country Club. 
E. E. Cohen of the Oldsmobile, was the 
chairman of the June tournament. A. 
B. Graham, Dodge distributor, won the 
trophy. 


Senior 6 Coupe Added 
By Dodge Brothers, Inc. 


DETROIT, July 19—A four-passen- 
ger coupe on the Senior Six chassis 
is being introduced by Dodge Broth- 
ers, Inc., to list at $1,570. This is the 
third Senior Six model thus far placed 
in production, a five-passenger sedan 
and a four-passenger cabriolet road- 
ster, both priced at $1,595, having pre- 
ceded it. 








Joins Browder-Hoskins 
LOUISVILLE, July 19—Wilson Sum- 
mers, Jr., has joined the sales staff of 
Browder-Hoskins Co., 12th and Broad- 
way, Chevrolet distributors. 
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Rear View Mirror 
May Come Into Use 


LONDON, July 18—In its report of 
the late Liverpool trials the Automo- 
bile Journal offers the following sug- 
gestion: : 

“It is very difficult for the driver to 
see behind him when his load is of any 
size, and it is almost impossible for 
him to hear any other vehicle which 
may be overtaking him. ¢ 

“These wagons take up a good deal 
of room, and it is often wise for the 
driver to pick his way when right out 
in the country on an indifferent road. 

“Under such conditions delay is likely 
to be caused to the faster-moving traf- 
fic, and any such inconvenience can only 
be avoided by enabling the driver to see 
behind him. 

“Something in the way of a mirror, 
placed in some convenient position out- 
side the wagon, would apparently meet 
the difficulty. It is a device which has 
frequently been resorted to with suc- 
cess for similar purposes, and is at any 
rate worth consideration.”—From Mo- 
TOR AGE, July 18, 1901, twenty-six years 
ago. 





Reardon Organizes Company 


PEORIA, ILL., July 19—The Rear- 
don Manufacturing Co. has been organ- 
ized here by William L. Reardon, 
George J. Jochem, and H. C. Potthoff, 
with capital stock of $25,000. The 
company will manufacture automotive 
equipment and machinery at 218 Fish- 
gate St. 

















* salesman: 





q 





John Cleary Says— 


Final instructions were given and the new salesman started 
out on hts first trip. 


q “Good luck to you,” said the boss, “wire us important news.” 


The following day this telegram was received from the 


“Reached here safely. Good room with bath. Feeling fine.” 
The boss wired back: 


g “So glad. Love and kisses. Good-bye.” 


q And yet they say there 1s no sentiment in business. 
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Paul W. Seiler, president of the Yellow Truck & Coach Mfg. Co., turns the first shovelful of ground preparatory to 


the erection of the company’s mammoth new $8,000,000 plint at Pontiac. 


The ceremony was witnessed by a party 


of executives of the company and 100 representative citizens of Pontiac 





Chevrolet Test Car Still 
Good After 46,150 Miles 


MILFORD, MICH., July 18—After 
withstanding the withering strain of 
46,150 miles in four and one half 
months over various types of roads 
and a wide range of driving conditions, 
Chevrolet test car number 112 has been 
retired from the General Motors Prov- 
ing Ground service. 

Forty miles out of Detroit in the 
hills and vales of Livingston County, 
where the great outdoor automobile 
laboratory is located, this Chevrolet, 
taken out of regular production at the 
Flint plant underwent supreme tests 
in the cause of improved automotive 
transportation. 

It was kept on test for 135 days, 
“working” on an average of 341.8 miles 
a day. There were days when it was 
driven more than 500 miles in order 
to try its stamina. In addition to the 
test work at the Proving Ground, the 
car carried mail to Detroit and return 
each day, permitting of a study and 
check of the car under actual road 
traffic conditions. 


Oakland Dealers Meet 


LOS ANGELES, July 19—Better 
merchandising methods formed the 
main theme of discussions at a two- 
day convention of all Oakland-Pontiac 
dealers and associate dealers in the 
Southern California district, held in 
Los Angeles under auspices of Reeve 
Gartzmann, Inc., distributor. The 
principal speakers were Waldo E. Fel- 
lows, director of advertising, and E. W. 
Lyons, special service representative, 
both of the Oakland factory. 








Clark Opens New Building 


DUBUQUZ,IOWA,July 20—The Clark 
Motor Co. last week opened its new 


sales and service station at 87 South 
ifain St. Wade Clark, who has been 
associated with the Willys-Knight and 
Whippet line for seven years, is man- 
ager of the business. A complete line 
of the new models of both cars was on 
exhibition. 


Oakland District Men 


Hold Sales Convention 


OKLAHOMA CITY, July 19—A sales 
convention of the district salesmen of 
the Oakland Motor Co., was held June 
24 and 25. More than 100 salesmen 
from Oklahoma, Arkansas, New Mex- 
ico and Texas, were in attendance. 











$75 Saved ona 


$2 Investment 


GARAGE in Ranger, 

Texas, recently got an 
overhaul job on a Buick and 
the c-vner was to call the next 
morning to get the _ cost 
estimate. The owner of the 
garage worked this out at 
night to have it ready, and in 
the morning he got his Chil- 
ton Rapid Flat Rate Price 
List out of the post office 
and promptly got busy and 
reestimated the whole opera- 
tion. He found that the manual 
saved him $75! 

He took the manual and 
showed the owner each listed 
operation, labor and material. 


“Fair enough,” said _ the 
owner, “go ahead with the 
work.” 


$75 saved on the first job! 
And on a $2 investment! ! 




















Dead Engine Cause of 
Continental Plane Crash 


DETROIT, July 18—Persons who 
were slightly injured when the Con- 
tinental Motor Corporation’s  three- 
motored Fokker airplane was wrecked 
in making a landing at Grand Rapids, 
have been discharged from the hospital. 

According to Rose W. Judson, presi- 
dent of the company, who was a 
passenger in the plane which was on 
a trip from Muskegon to Detroit, one 
of the motors “died” before the party 
neared Grand Rapids, and, when the 
pilot noticed there was no oil pressure, 
he decided to land at the Grand Rapids 
airport. 

Mr. Judson said that after the 
wheels of the plane struck piles of con- 
cealed dirt, tearing away the landing 
gear, that the big plane turned slowly 
over. He said the injuries of various 
members of the party were of a slight 
nature. 





Will Junk Planes 


WASHINGTON, July 20—The junk- 
ing of all training types of airplanes in 
the Army Air Corps between now and 


Sept. 1, has been announced by the War 


Department to prevent further air 
casualties in the army. On September 
1, the Department states, all “JN” 
training types of planes will be junked 
regardless of their condition. During 
the past fiscal year 150 of these planes 
were salvaged. 





Kansas City Branch Wins 


KANSAS CITY, Mo., July 19—C. G. 
Rowan, manager of the local branch of 
the Diamond T Motor Car Co., has re- 
ceived word from the factory that the 
branch here has won first place in 4 
sales contest with the Pittsburgh, Pa, 
and St. Louis branches. 
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M.A.M.A. Credit 
Managers to Meet 


Three-Day Conference Starts 
Sept. 14—Committee 
is Appointed 





NEW YORK, July 19—The Motor & 
Accessory Manufacturers Association 
has designated Sept. 14, 15 and 16 for 
a conference of credit executive mem- 
bers of the association, similar to that 
held last year. 

The conference will be held in De- 
troit and the first and third days will 
be given over to regular meetings of 
the credit groups, which are now seven 
in number, including four dealing with 
manufacturers and three with whole- 
salers. On the second day there will 
be a general conference of all groups, 
which any member of the association 
may attend, followed by a dinner in the 
evening. Speakers have not yet been 
named, but members of the committee 
on arrangements are: 

E. R. Ayles, Detroit Steel Products 
Co., chairman; L. F. Bomhoff, Jaxon 
Steel Products Co.; J. F. Monfills, Mich- 
igan Steel Castings Co.; F. T. Burgis, 
Motor Products Corp.; C. W. Dickerson, 
Timken-Detroit Axle Co.; T. M. Simp- 
son, Continental Motors Corp.; Julian 
Gifford, Zenith Detroit Corp.; W. L. 
Burgess, Long Mfg. Co.; S. C. Rey- 
nolds, Federal Mogul Corp., and M. L. 
Hamlin, McCord Radiator & Mfg. Co. 
The committee will work with M. L. 
Heminway, general manager, and Ar- 
thur Fagan, credit manager of the 
association. 





Torkelson Joins Chicago Firm 


CHICAGO, July 19—M. W. Torkel- 
son, for many years chief engineer and 
secretary of the Wisconsin State High- 
way Commission, has become associ- 
ated with the engineering firm of 
Consoer, Older & Wuinlan, of this city. 
Mr. Torkelson sailed July 8 from New 
York for South America, where he will 
spend six to nine months as represen- 
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Bill for Building Garages 
Higher Than for Churches 














WASHINGTON, July 20—As a re- 
sult of the growth of the automobile in 
the United States, garages and serv- 
ice stations are in second place from 
a standpoint of building expenditures, 
according to a survey just made by the 
U. S. Bureau of Labor Statistics cov- 
ering the past six years from 257 of 
the largest cities. 

The figures show the annual per cap- 
ita building construction during the 
past six years was $74.78. Of this sum 
$26.79 was for non-residential build- 
ings. In the non-residential group, fac- 
tories, stores and warehouses as a group 


rank first with an annual per capita 
expenditure of $13.06. Garages and 
service stations rank second with an 
annual per capita expenditure of $3.84 
or 5.1 per cent of the total non-residen- 
tial buildings. 

In commenting on the figures the 
Bureau says: “The automobile, al- 
though a comparatively new factor in 
American life, accounted for the next 
largest expenditure during this period, 
more money being spent for the erec- 
tion of garages and service stations 
than for schools, churches or amuse- 
ment buildings.” 





tative of the firm, investigating a num- 
ber of major engineering projects on 
behalf of Chicago and St. Louis finan- 
cial interests. 


Hupp Adds 53 Dealers 


DETROIT, July 20—During June the 
Hupp Motor Car Corp. appointed 53 
new dealers, and additions since the 
first of the year have numbered about 
300. 

In the first six months the company 
produced and shipped 22,317 cars, 
against 26,943 in the corresponding 
period a year ago, when all previous 
records were broken, the gain over 1925 
having been 34 per cent and over 1924, 
54 per cent. 

In June 2879 cars were shipped, com- 
pared with 3516 in May and 5047 in 
June a year ago, a record month. 








Parker on N. A. C. C. Committee 


LANSING, MICH., July 19—W. C. 
Parker, manager of the Speed Wagon 
and Bus Division of Reo Motor Car Co., 
has been appointed a member of the 
Truck Committee of the National 
Automobile Chamber of Commerce. 











A New Safety Stutz Medel 


Quite the “snap piest” looking of the smart Safety Stutz models seen in fashion- 
able centers is the /-passenger custom-built speedster. The low lines clearly 
indicate the low center of mass so characteristic of Safety Stutz 


Pontiac Prices 
Cut $30 to $50 


PONTIAC, July 18—Oakland Motor 
Car Co. has reduced prices from $30 to 
$50 on the Pontiac line. The reductions, 
it is said, are made possible by manu- 
facturing economies resulting from the 
new $15,000,000 Pontiac plant. The 
new prices follow: 

Two-four-passenger roadster, $745; 
two-passenger coupe, $755; five-passen- 
ger, two-door sedan, $745; four-passen- 
ger sport cabriolet, $795; five-passenger 
landau sedan, $845; _  five-passenger 
de luxe landau sedan, $925. 





Stewart Sales Gain 


BUFFALO, N. Y., July 19—T. R. 
Lippard, president of the Stewart Mo- 
tor Corp., states that the Stewart truck 
business continues to show a marked in- 
crease in sales throughout 1927 and 
there is every indication now that this 
will be one of the most profitable years 
in the history of the company. 

“Our shipments for the first six 
months are much greater than for the 
same period last year,” said Mr. Lip- 
pard. “Unfilled orders now on the books 
are 98 per cent greater than for this 
date last year.” 





To Bridge Brandywine 


WILMINGTON, DEL., July 19—Be- 
fore making plans for a new bridge 
over the Brandywine river here at Mar- 
ket street, which it is proposed to build, 
a daily census is being taken of the 
traffic passing over the present one. 
The result will have a bearing on the 
size and general layout of the bridge. 





McGlenn Leads Federal Sales 


SPOKANE, WASH., July 17—K. L. 
McGlenn, of March-Strickle Motor Co., 
Federal truck distributor, has taken 
first place in the United States among 
Federal salesmen for cities of 150,000. 
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What’s Coming in Motordom 
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astthon. Coliseum, 
Equipment Association. 

RD. ccccceccesecceneanel 28-Feb. 4 
National, Coliseum, Thar meal Au- 
tomobile Chamber of Commerce. 

ee, . . .nackscssenvensbanne Jan. 28-Feb. 4 
py AED Salon, Hotel Drake. 

Geeta oc ccccccesscccoscoonens Nov. 14-19 
Convention Hall, National Standard 
Parts Association. 


eee Feb. 20-25 
Coliseum. 

Green Bay, WiS. ......e«<- Aug. 29-Sept. 2 
Auto Building. 

eee Feb. 11-18 
Pm ne Salon, Hotel Biltmore 

ES CV ctcscacannenenesene Feb. 4-11 


Municipal Auditorium. 


i a ee Nov. 27-Dec. 3 
Automobile Salon, Hotel Commo- 
dore. 

SO Jan. 7-14 
National, Grand Central Palace, 
National Automobile Chamber of 
Commerce. 

San Francisco ........cce.e. Feb. 25-March 3 


Automobile Salon, Hotel St. Francis. 
*Will have special shop equipment exhibit. 


CONVENTIONS 
Automotive uipment Association 
Coliseum, ran SEEMED. ctcccscces Nov. "q-12 
National Association of Automobile 
Show and Association Managers, 
Drake Hotel, Chicago ...... July 28-29 
National Standard Parts Association, 
Hotel Hollenden, Cleveland, Nov. 14-19 





North Carolina Automotive Trade 
Association, Morehead Villa, More- 
Dee Ga. Bee Ge osecesece August 15-16 

Ohio Council, National Automobile Deal- 
ers Association, Cleveland..Sept. 14-15 

Pennsylvania Automotive Association, 
Johnstown, Pa. Sept. 19-20 


S. A. E. 
Chicago, November—National Transporta- 
tion and Service Meeting. 
New York, Jan. 12—Annual Dinner. 
Detroit, Jan. 24-27—Annual Meeting. 


RACES 
Ateeeee, FR. cccccvccscocccesocevsos Sept. 6 
BSPRAES CHEF co ccccccccececetceseves Sept. 5 
Ceeeeem, Be CG. - cccvccccscccesosee Sept. 19 
DD § ccccceveteneseeseadoeonueer Sept. 10 
LOG AMMOIOS occccccccccccccccscccess Ov. 24 
Mabe. Be. Mee cocccccccesoocsecoosess Oct. 12 
Syracuse, TU: cc cuunideewensmime Sept. 3 








Dodge Brothers Dealers 
Praise Factory Policies 


DETROIT, July 18—Introduction of 
the new Senior Line of “sixes” has 
brought out new evidence of the strong 
tie existing between Dodge Brothers, 
Inc., and its dealers. An advertise- 
ment published by the Pacific Coast 
dealers in Western newspapers con- 
gratulated the factory on the new cars 
and commended its policies. 

“Time has in no wise changed the 
original feeling of Dodge Brothers 
dealers towards Dodge Brothers, Inc., 
nor in any matter altered that original 
cornerstone in Dodge Brothers policy, 
of never doing anything inimical to 
the best interest of its dealers nor the 
public which they serve,” the adver- 
tisement said. 

It continued: “When Dodge Broth- 
ers changed from private to public 
ownership there were those who ex- 
pected many of the traditions of Dodge 
Brothers to be cast aside, even started 
rumors that the Dodge Brothers ideals 
of reliability and dependability would 
no longer be adhered to. It is with 
much gratification that we dealers look 
back over the period of the present 
management.” 





Shipments Increase 


CLEVELAND, July 20—Chandler- 
Cleveland Motor Car Co. reports net 
income of $576,919, after depreciation 
and Federal taxes, for the three months 
ended May 31, 1927. In a letter to 
stockholders, F. C. Chandler, president, 
said: “In the shipment of cars, the first 
six months of 1927 show an increase of 
29 per cent over the same period last 
year. In earnings, while the company 
did not gain much headway until March 
1, the net earnings after depreciation 
and Federal taxes were $576,919 for 
March, April and May.” 





Takes on Chevrolet 


OAKLAND, CAL., July 21—The 
Harold D. Knudsen Company, Chrysler 
dealer here for nearly three years, has 
been appointed dealer for Chevrolet. 
Knudsen will devote his attention ex- 
clusively to Chevrolet. 








Tire Cut for 
Mail Order 


AKRON, July 19—Reports 
that mail order prices on auto- 
mobile tires and tubes will be 
advanced on Sept. 1 from 5 to 
8 per cent are interpreted as 
forecasting firmness in the 
general tire market for the 
immediate future, and prob- 
ably an increase on all lines 
within the next 60 days. 

The move by the mail order 
houses is a step in the right 
direction, according to Akron 
manufacturers, and will help 
to stabilize conditions in the 
industry. 

While crude rubber is 
several cents a pound lower, 
cotton fabric is selling con- 
siderably higher than last 
year. The Mississippi River 
floods cut down the supply of 
long staple cotton, used large- 
ly in tire manufacture. 




















Chevrolet Lets New 


Building Contract 


DETROIT, July 19—Contracts for 
the erection of the new Chevrolet office 
building and the parts and service 
building, at Flint, have been let to H. 
G. Christman, contractor. The sum in- 
volved is approximately $800,000 but 
does not include furniture or equip- 
ment. 





Studebaker for Air Ace 


HAVANA, CUBA, July 18—The cus- 
tom of presenting an automobile to 
trans-Atlantic flyers was instituted here 
by citizens who presented Command- 
ante Ramon Franco, the first flyer to 
cross the Atlantic Ocean from east to 
west, with a Big Six Studebaker. 
Franco is the Spanish ace, who flew 
from Spain to South America a short 
while ago. 


Chevrolet Dealers 
Meet at Mason City 


MASON CITY, IA., July 19— 
Chevrolet dealers in this district re- 
cently held a two-day sales conference 
at the Hotel Hanford with the follow- 
ing district representatives of the 
Chevrolet conducting the sessions: L. 
F. Ryer, sales manager; K. H. May, 
assistant sales manager; W. F. Cor- 
nell, sales promotion manager; C. F. 
Swanson, parts and service manager; 
J. E. Johnston, accounting manager; 
E. E. Fitch, service promotion man- 
ager; R. C. Clark, service school in- 
structor, and R. M. Stines and J. K. 
King, district representatives. Fifty 
dealers attended the meetings. 





Jordan Adds Two 


DETROIT, July 19—Two additional 
models in the “AA”  eight-cylinder 
series, a 2-4-passenger “Playboy” and 
a 2-4-passenger sport coupe, are an- 
nounced by the Jordan Motor Car Co., 
Inc. The former is priced at $2,345 
and the latter at $2,495. Equipment 
on both models is the same and in- 
cludes wood wheels, shock absorbers, 
automatic windshield wiper, engine 
heat indicator, dash fuel gage, rear 
traffic signal and clock. 





Triangle Tire Moves 


KANSAS CITY, July 19—The 
Triangle Tire and Battery Co., has 
moved from 30th and Gollham road, 
where it has been located for several 
years, to 42nd Street and Troost Av- 
enue. The company, which handles the 
Prest-O-Lite products, will have much 
larger quarters in the new location. 





Form Woodruff Motor Co. 


NORTH WILKESBORO, N. C., July 
19—The Woodruff Motor Co. has been 
incorporated with a capital stock of 
$50,000, $9,000 of which has been sub- 
scribed. This company will deal in au- 
tomobiles and accessories. Incorpora- 
tors are W. D. Woodruff, Mrs. Eliza- 


beth Woodruff, T. C. Cautill and others, 
all of this city. 
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“Eureka!” quoth the 
maid (a good skate) 
when the Buick 
pulled out from 
under this avalanche 
= high up in the Rockies. The 
bee boys who perspire freely will 
probably cuss this view 
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A fair representation any way you take it. 

Scene: Interstate Fair at Spokane. Par- 

ticipants: Societeh beautehs, and _ the 

gems of the automotive world. Result: 
A knockout motor style show 


Stutz took no “flier” when it 

marked its plant roof to guide 

aviators. The marker is visible 

for a distance of 15,000 feet, so 

it shouldn’t be difficult for you 
to see it 


The “We” below consists of Dr. W. 
Hamilton Moore, his bride and a Dodge 
that belonged to the Butler Motor Co., 
Kansas City, Mo. “Doc” is a dentist 
and his clientele romp around knickerless 
in the Belgian Congo, Africa 
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Know Th Product |7 


Such Knowledge is the Prime Requisite of a Good Salesman and Its 


Importance Increases as Competition Grows Keener 


By John Cleary 


of automobile men by merely showing one of the 

advertisements run by the manufacturers in the 
gay nineties. After poking fun at the fringe on the 
roof and at all the other dewdabs and gadgets on those 
early contraptions, it is the custom to sneer contemptu- 
ously at the printed lists of specifications, and to smile 
a superior, modern smile at the playing-up of mechanical] 
details in the copy. 

Those days have gone forever, we have all said more 
than once, and they have gone, not only from automobile 
advertising, but from automobile salesmanship as well. 
What we want to tell people about our automobile, in 
our advertising and in our selling talks, is not what 
the car is made of and how it is made, but what it will 
do and how it will do it. We must emphasize effects, 
not causes. 

That is how manufacturers and dealers and salesmen 


Yor: are always sure to get a laugh from any group 
















have been thinking for.some years, and they have been 
acting on those thoughts. With the natural and logical 
result that the bewildered buyer, bombarded from every 
side with claims that every automobile, from the highest 
to the lowest, will do everything that an automobile can 
be called upon to do and do it better than every other 
car. 

We believe that the day of those generalizations has 
passed. We believe that we should only have said “au 
revoir’ and not “good-bye” to the old mechanical argu- 
ments. They are back with us again today, and the 
sooner we all realize it the better it will be for auto- 
mobile salesmen. | 

When everyone in the industry has been making the 
same claims for his product that all the others have 
been making for their products, the effect has become 
largely a chorus of “me toos.” 

We have all been guilty of the error of the colored 
parson who noticed that one of the deacons did not seem 
to be properly impressed by the discourse one Sunday 
morning. 

“How come, Brother,” he asked, after the services, 
“you didn’t like my sermon? Didn’t I argufy and 
sputify ?” 

“Yes,” replied the Brother, “you argufied and sputi- 
fied, but you didn’t show wherein.” 

We can “argufy” and “sputify” with our prospect 
until the morning stars sing cosmic chorals in the vasty 
blue. We may even drop our fountain pen on the costly 


_,showroom rug on the showroom floor, in the hope that 


the prospect may pick it up and, having it in his hand, 


follow his natural impulse to use it by writing his 




































wherein 





name on the line that means money in the bank. But 


He argufied and 
sputified but 
didn’t show 
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rou Sell 


HE day of a 
order - taker has 
passed. There is no 
longer any room for 
him in this highly- 
specialized, highly- 
competitive industry. 
| Success in the auto- | 
| mobile business, 
from now on, will 
come only to the 
aggressive salesman 
who knows his auto- 
mobile inside and 
out, who knows 
wherein it excels 
competitive cars, and 
who will enthusias- 
tically disseminate 
that information—by 
selling talks and 
demonstrations — to 
as many prospects as 
possible, every day 
in every week. 
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Success will come to the sales- 
man who knows his automobile 
inside and out 


all the argument will be of no avail, and the prospect 
will not obey that impulse, unless we have shown him 
“wherein” lies the value in our product that will make 
it a thoroughly satisfactory purchase for him. 

Now is the time for all good salesmen to learn their 
product. | 

Learn your product, men, so that you will be able to 
tell the buyer that the amazing performance of your 
car is not merely the trick stunt of a specially-tuned 
and specially-adjusted demonstrator, and that it is not 
characteristic of the car only when new. 

Learn your product, men, so that you may clearly 
and intelligently explain why this astonishing per- 
formance ability continues during the life of the car 
and is only a part of the value built into the product. 

If your product is superior, you can find reasons for 
that superiority in the time and thought and energy 
and skill and money expended in the development of 
the engineering design, in the purchase of materials 
that accord with the specifications of that design, and 
in the fabrication of those materials into the finished 
product by accurate, precise and painstaking manufac- 
turing methods. 

Sometimes an experience in another line of business 
Serves to point a moral more graphically than a similar 
episode in one’s own line. With that thought in mind, 
we are prompted to relate an incident that was told 
Some time ago by “The Little Schoolmaster” in 
Printers Ink. 

The Schoolmaster went to buy a lock at the local 
hardware store. The salesman there showed several 
locks. One of them, which seemed about the right size, 
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was handed out with the statement that it was “a real 
good lock.” 

Wondering whether this lock would become so full 
of rust and dust that, like its predecessor, it wouldn’t 
work long, the Schoolmaster hung back from buying. 
The movie star with the patent leather hair, behind the 
counter, smiled ingratiatingly and repeated his state- 
ment, this time much more vehemently, “That’s a real 
good lock and you’ll like it,” he said. It didn’t seem to 
snap and open very well, so the Schoolmaster went out 
without buying. 

Later on in the day he happened to see a catalog 
issued by a lock company in Philadelphia. On one page 
he read, “If a customer says, ‘I want a small padlock 
that will withstand any attempt to pick, file or force it 
open,’ sell him this.” Then it went on to explain that 
the mechanism was protected by a patented shackle 
ejector, which kept out the dust and dirt when unlocked. 

Its construction was described as being a heavy cast 
iron bronze case, highly polished, and the interior parts 
were described in full. It had a hardened, forged steel 
Shackle. Extra keys were mentioned and described. 
The size and weight of the lock and several other points 
about its salability were given in full. The whole cata- 
log constituted a real sales manual on locks, full of 
Suggestions for the retail salesman. The use of a 
product for a particular purpose was emphasized on 
each page. It was full of selling suggestions. 

The irony of the thing was that the lock described 
so fully in the catalog was the identical lock which was 
handed out to the Schoolmaster by the hardware clerk. 


(Turn to page 30, please) 
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The Dealer Who Can’t Find Time 
for Both the Letter to and Contact 
With Prospects in His Sales 
Campaign is Headed for 
the Graveyard. 


By H. Bertram Lewis 








R. LEWIS, who is vice-president of The 

Commercial Credit Companies, herein 
treats a subject about which too much cannot 
be said. There’s no gainsaying the importance 
of the follow-up letter and personal contact. 
Yet the inclination exists among the trade to 
shirk the one while practicing the other. Mr. 
Lewis makes the point that to one who has the 
faculty of organizing his work there is ample 
room for both, and each must play a part in 
every well-directed sales campaign. 








T was only a hair-line decision that influenced me 

] to overhaul the old car last spring instead of buying 
a new one. 

I had looked them all over, picked the one I wanted, 
and negotiated with the salesman of a near-by dealer 
in that line. After deciding to postpone for a season 
or two the capital investment, required for a new car, 
I wrote the salesman in question a most friendly letter 
reporting my intention and inviting him to put my name 
on his prospect list for renewed contact some eight 
months hence. It was an unusually generous sort of 
letter—the kind I never saw from any customer when 
I was myself selling motor cars. 

And because it was human and cordial it should 
have been promptly acknowledged in similar terms— 
but it wasn’t. It wasn’t acknowledged at all. I may be 
on that salesman’s prospect list but if so I don’t know 
it and I certainly don’t feel bound in any way to await 
his ncxt overtures, though I like him as a man and 
should be glad to deal with him again if he were suffi- 
ciently interested. 

He’s a pretty fair salesman at the actual point of 
contact—good personality, full of enthusiasm for his 
car and his company, able to present his appeal con- 
vincingly and to stimulate your personal good will in 
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H. Bertram Lewis, 

vice-president of The 

Commercial Credit 
Companies 


the doing of it. He has all the specifications for success 
in his chosen field—but clearly he hasn’t yet learned 
to follow through. 

And if there is any respect in which automotive 
salesmanship falls down beyond all others it is in just 
such small human refinements of the art as this situa- 
tion demanded. It woefully lacks resourcefulness. It 
follows doggedly the beaten path and never seems to 
look to right or left for routes that may cut down the 
distance. Letters take time. While you are composing 
a letter to confirm your conversation with one prospect, 
or to show him a special degree of interest in some 
point that your competitor will almost surely overlook, 
you might be seeing another equally promising prospect 
—and sales are closed in person, not by letter. Such 
is the conventional line of reasoning. 

But while you aren’t composing the letter your com- 
petitor may be seeing the first prospect under far more 
favorable conditions than those that surrounded your 
contact and may have such a head start before you 
reach the scene again in person that nothing you can 
do by them will save the sale. 

To one who has the faculty of organizing his work 
there is ample room for both—the letter and the con- 
tact—and each should play its part in every well- 
directed sales campaign. The all-important considera- 
tion is to leave no loose ends in the prospect’s mind— 
and the surest possible safeguard against that condi- 
tion is a timely letter to cover whatever vagueness you 
suspect in his conception of your proposition. Or where, 
as in this case, he may have written you, to make sure 
he is not left in doubt as to your reaction. 

(Turn to page 32, please) 
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This five-passenger special sedan of 
the Series 120 is characteristic of 
the new Buick line 


pee eeeeeceeeeeeet ree 


Buick’s 1920 Line 


Developments Include Standard Gearshift, Entirely Machined 
Spherical Cylinder Head, Increased Cooling and More 
Accessible Chassis Lubrication Fittings 


1928 line by the Buick 

Motor Co. brings with it 
numerous refinements in design 
and equipment rather than radi- 
cal changes. A new type, en- 
tirely machined spherical cylin- 
der head, redesigned camshaft 
and valve mechanism, and in- 
creased cooling are _ principal 
among developments designed to 
give better performance. A dou- 
ble drop frame, lowering bodies 
from 2 to 3 in., bullet-type head- 
lamps, sweeping crown fenders, 
longer bodies, and refinements of 
interiors lead the changes which 
have been made to improve ap- 
pearance. Serviceability has 
also been increased by making 
chassis lubrication fittings more 
accessible, redesigning distribu- 
tors for greater ease of adjust- 
ment, etc. 


A standard §8.A.E. gearshift 
has been adopted on the new 
models. Steering posts are ad- 


M1928 line by of its 








“h 


By Athel F. Denham 
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OLLOWING is a com- 

plete list of body models 
offered on the Buick 1928 
Series and prices: 


Series 115 


5-p. 2-door sedan ...... $1195 
2-4-p. de luxe roadster .. 1195 
5-p. de luxe touring .... 1225 
ee 1195 
4-p. country club coupe . 1275 
5-p. 4-door sedan ...... 1295 
5-p. town brougham .... 1375 
Series 120 
5-p. Sedan ............. 1495 
5-p. town brougham .... 1575 
4-p. coupe ............. 1465 


Series 128 
2-4-p. deluxe spt. roadster 1495 
5-p. de luxe sport touring 1525 
4-p. country club coupe. 1765 
5-p. coupe ............. 1850 
5-p. brougham ......... 1925 


Ph GE ook cc evceees 








justable, seats are form-fitting, 
closed car front pillars are nar- 
rower, Lovejoy shock absorbers 
are standard on all models, open 
cars have windshields which fold 
forward, and a variety of im- 
provements and refinements in 
fittings have been incorporated 
in the 1928 series. 


Leading changes in the engine 
are the new valve mechanism 
and combustion chambers. Cam 
contours on the camshaft have 
been changed so as to conform 
with shortened push rods, while 
valves are 7/16 in. shorter on 
the Series 115 and % in. shorter 
on the Series 120 and 128 with 
valve springs and guides de- 
creased _ proportionately in 
length. This change has re- 
sulted in a lighter, quieter oper- 
ating valve mechanism. In ad- 
dition No. 1 Silchrome exhaust 
valves of the mushroom type are 
now used, exhaust valve ports 
have been increased in cross-sec- 




























































Interior of the Series 128 seven-passenger sedan, exempli- 


fying interior contrasting color schemes. Note form fit- 


ting seats 


tion, as has the exhaust pipe, while the muffler is some- 
what smaller in diameter and longer than formerly. 
Inlet now opens at top dead center with exhaust closing 
52 deg. after top dead center. 

Completely machined, the new Buick combustion 
chamber is of spherical design with valve seats slight- 
ly recessed and of somewhat higher compression ratio 
than formerly. The effect of the new head has been 
to increase the torque available at low speeds, a net 
increase of 8 and 5 ft. lb. respectively having been 
attained at 800 and 1200 r.p.m., on the 115 in. wheel- 
base models, while the 120 and 128 in. wheelbase en- 
gine develops 9 and 7 ft. lb. more than last year at 
these speeds, resulting in quicker acceleration and 
hill-climbing at the lower speeds. 

Gear ratios in some of the heavier models have also 
been increased in order to provide greater flexibility 
for these models. On the 115 in. chassis, the sedan 
and town brougham now have ratios of 5.1 to one as 
against 4.9 to one on the lighter models. Sedans and 
broughams on the 120 and 128 in. wheelbase chassis 
have gear ratios of 4.9 to one, other 120 and 128 in. 
models having a ratio of 4.73 to one. Tires on the 
Series 115 are now 31 x 5.25 in., the 120 and 128 Ser- 
les retaining the 33 x 6.00 tires formerly used on these 
chassis. 

Better cooling on all models has been accomplished 
by increasing the radiators in height as well as depth, 
the 115 in. models having the same radiator frontal 
area as the other chassis. In conjunction with this 
change, namely the increase in depth of the radiator, 
a V-type fan belt has been adopted. A change in the 
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This method of attaching running board binders eliminates 
visible screw or nail heads 


thermostat design has also been made to simplify dis- 
assembly -for servicing. 


To simplify adjustment of the distributor a new 


type has been incorporated. This distribute’ can be 
re-timed by loosening the lock bolt, lifting and turn- 


ing the head. Spark gap adjustment is by loosening 


two screws which hold down the arm carrying one 


of the points, when this point can be shifted, the hold- 
ing screws passing through oval holes in the arm. 
As formerly, the electrical system is of Delco-Remy 
manufacture. With the adoption of a combination ig- 
nition and steering gear lock on the steering column, 
the ignition circuit breaker is mounted back of the 
dash. 

Other changes in the electrical system include the 
use of a thermostatic charging control for the genera- 
tor and higher gear ratio for the starter mechanism. 
The starter is now equipped with a grounding strap 
since rubber engine supports are used. 

Changing over to an S.A.E. standard shift has been 
accomplished simply by reversing the forks, gear ra- 
tios and gears remaining practically identical with 
those used on former models. The new transmission 
has been so designed that it can be used for service 

















New distributor has simplified breaker and timing ad- 


justments 


replacement in former Buick cars, although the for- 
mer Buick shift cannot be used in the 1928 models due 
to a change in the emergency lever mounting and 
linkage the lever now being mounted on the side of 
the gearcase instead of integral with the cover. This 
was necessary due to a lowering of the frame. 

Propellor shafts are still of the torque tube type 
the major change being in re-locating the radius rods, 
which now attach to the tube back of the fourth cross- 
member (third on the 115 in. models) instead of im- 
mediately back of the transmission case as formerly. 
The rear ends of these radius rods have also been 
moved in somewhat from the axle ends and are at- 
tached ‘to forged brackets on the axle housing, where 
they are more accessible in case of need of adjust- 
ment. 

A standardized axle has been developed for the 
Series 120 and 128, identical except for propellor tube 
length. Differential gears, moreover, are interchange- 
able between these chassis, as are differential bear- 
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ings. Other changes in the rear axles include a new 
type of anchor pin for the differential pinion shafts. 
This pin is larger in diameter than formerly and locks 
the shafts by means of a groove in the shaft side 
rather than through a drilled hole as formerly. 

A forged boss for attachment of the Lovejoy shock 
absorbers is the main change on the front axle. 
Brakes are practically identical with those used on 
former models, the major changes made, all in the 
linkage, being required by the increased clearance 
between the lower frame and the running gear. An 
adjustable column is the major change in the steering 
gear. This adjustment is obtained through the use of 
toothed interlocking brackets on the steering column 
and the dash, with an elongated bolt hole in the 
bracket on the dash, providing a movement of 1% in. 

Frames are of entirely new design. While the stock 
is somewhat lighter than formerly (now 9/64 in.) 
strength has been increased through the use of wider 
flanges, and a rolled over lower flange on the side 
members. Side channel depth on the Series 115 has 
been increased 1% in. to 6% in., and the curved lower 
flange is 134 in. wider than formerly. On the Series 








Above is pictured the new hinged door inside apron for 
greater accessibility to greasing points 


120 and 128 side channel depth is now 7 in., 9/16 in. 
more than formerly, and the flange has been increased 
15/16 in..to 2 15/16 in. A heavier cross-member is 
also used, and following former practice all cross- 
members are provided with flanges widening out to 
take the place of gusset plates. 

With a lowering of bodies of 2 in. on the Series 115 
and 3 in. on the Series 120 and 128 due to the double 
drop construction adopted in the frame, overall height 
of the closed cars now ranges from 70 to 72 in. 

While the major dimensions of the springs includ- 
ing spring eyes have bee@retained as formerly, they 
are lighter and have been redesigned in coordination 
with the use of the shock absorbers now standard. An 
interesting feature from a servicing angle is that all 
Zerk pressure gun chassis lubrication fittings are now 
accessible without the necessity of reaching under 
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This is a rear view of the instrument board showing ad- 
justable steering gear column bracket 


the car. This has been done by piping such points 
needing lubrication to accessible points. Five of such 
fittings are clustered beneath the running board apron 
on either side, where they are reached through a small 
hinged door in the apron. 

By lowering the bodies, raising the radiator, adop- 
tion of heavier, more sweeping crown fenders, and 
elimination of the vertical moldings at either side of the 
rear body panel, body lines have been materially im-| 
proved. Now two-tone color schemes are also used, 
while bullet type cowl and Tilt-Ray headlamps carry 
out the lines. On some of the models these are neck- 
eled completely while on others they have a wide 
nickel band and black body to harmonize with fenders. 

Special attention has been given to the interior fin- 
ish of the new cars. A new idea has been incorpor- 
ated, that of using contrasting color schemes inside 
as well as out. The color of the plush mohair is set 
off by using different colors for each wall and ceiling 
covering, and carpets. Seats in all models are of the 
form-fitting type. All sedans as well as rumble seats 
are fitted with arm rests for the rear seat. 

A new instrument panel of attractive design has 
been adopted. All switches have been removed from 
the instrument board face. Headlight control, as well 
as the usual spark and throttle controls, is by lever 
on the steering wheel. The ignition lock is incorpor- 
ated in the steering gear lock. These two locks are 
semi-independent, since the ignition can be shut off 
without locking the wheel, but the wheel cannot be 
locked without shutting off the ignition. 

A double throw toggle switch is mounted under and 
just in back of the instrument board, controlling the 
indirect lighting for the instrument panel and a light 
mounted out of sight above the panel which furnishes 
illumination for the interior of the front compartment 


hs 
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This Series 115 roadster has a bell-crank on the rear top 
support to shorten it in the folded position 
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are drilled for the air duct to the windshield wiper. 

A locking tool compartment is incorporated in the | 

left front door, by means of a panel hinged at the 

bottom, on the five-passenger de luxe touring of the 

Series 128. ) 
A combination stop, backing and tail light is now 

used. A single lamp is used for either backing or 

stopping, the first being controlled by the shifting of 

the reverse gear, the latter by the usual foot brake 

pedal action. The switch for this light is mounted 

on the rear of the transmission cover. | 








A new idea is also found in the running board trim, 
in which screw heads are not visible. This is accom- 
plished by placing a steel binder strip carrying the 
screws below the trim. The metal trim has a turned 
over edge which catches below this binder strip, and 
is tacked on from below the running board. 











Standard equipment on all models includes auto- P 
matic windshield wiper, dash gasoline gage and dash 
engine thermometer, rear vision mirror, Lovejoy 
shock absorbers, smoking and vanity cases on sedans, fi. 
wood wheels, cigar lighter on de luxe models, rear al 
Radiators on the new Buicks are indistinguishable on the traffic signal. , Special equipment offered through 
separate chassis. They are higher and deeper than formerly. Buick dealers includes trunk rack, mountable on any , 
Note crown fenders and Lovejoy shock absorbers model, front fender wells for carrying tires on run- 
ning board, exhaust heater, wire wheels, and front ti 
including the steering gear lock. Dome lights are and rear bumpers. The regular tool equipment in- ar 
controlled by either opening and shutting the rear cludes a new type Drednaut telescoping double-screw bi 
compartment doors on the sedans, or by the switch jack. WI 
placed on the right middle pillar. As mentioned, st. 
front body pillars are of the clear vision type and of tr 
composite construction. By decreasing the depth of fr 
the top windshield panel additional vision has been hi 
obtained. A new type of sun-visor with nickel plated ree 
mounting brackets is used. 
Two of the new Buick models have adjustable driv- tre 
er’s seats. They are the five-passenger, two-door se- ye 
dan and the five-passenger coupe of the Series 128. the 
Total adjustment is 2 in. A new type of top material, of 
rubberized and washable is used on the sports mod- a8 
els. Open models have forward folding windshields. _ 
“he pane! between the bottom of the windshield and A neew washable rubberized top material is used on the 199 
the cowl also has glass inserts on each side of the Buick sport models, as exemplified by this Series 115 per 
cowl curve. The folding posts of these windshields country club coupe. Note new radiator ornament pa 
A 
the 
Know the Product You Sell of the merchandise and how and why it will serve the reg’ 
prospective purchaser.” thos 
(Continued from page 25) For automobile salesmen the moral of this tale is: end. 
The catalog sold this consumer a lock from the manu- Study the Sales Manual and study the cars. has 
facturer’s office ninety miles away. The man in the Let us repeat that knowledge of the product he is this 
hardware store confined his selling effort to the languid _ selling is first among the requisites of a good salesman. by 4 
statement that it was a real good lock. It is the most important requirement for every sales- and 
Listen to the Schoolmaster’s comment on the ex- man, no matter what line of goods he is handling, no that 
perience: matter what may be the trade conditions. Its impor- num 
“The salesman at the hardware store, with his slicked tance increases as competition grows keener, and as nate 
hair and his foolish smile and the slogan borrowed from the market grows less responsive. year 
an automobile manufacturer, didn’t sell me because he The day of the order-taker has passed. There is no for 
didn’t know locks. The manufacturer who can get the longer any room for him in this highly-specialized, the 
retail salesman consistently to use selling arguments highly-competitive industry. place 
he has carefully dug out for him over a long period of Success in the automobile business, from now on, will Di 
years, is going to do a whole lot to cut down some of come only to the aggressive salesman who knows his to e 
the waste in modern selling. automobile inside and out, who knows wherein it excels last 
“But it seems to me that many retail salesmen are competitive cars, and who will enthusiastically dissemi- Aut, 
slipping backwards in any attempt to sell whatever. nate that information, by gglling talks and demonstra- there 
Ten years ago they seemed to know more than they do_ tions, to as many prospects as possible, every day in 2,148 
now about the merchandise upon which they depend every week. remo’ 
for their bread and butter. A smile and a good personal Fortunate, indeed, is the salesman whose enthusiasm of th 
appearance are fine things for a retail salesman, but over the product he represents grows in direct propor- in the 


they will never take the place of some slight knowledge 


tion to his knowledge of that product. 
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Registrations a Mid-Year Mark 
Show Gam ot 1,164,000 


Exceed Total at Same Time Last Year by 6 Per Cent. 
Loss Experienced by 10 Commonwealths 


By K. W. Stillman 


























Tiere vehicles regis- istration data for 1926 but 
tered in the United ° ° ° none of them were regis- 
States during’ the Motor Vehicle Registration tered during this year. 
first six months of 1927 Statistics, J uly 1, 1927 Thus it is evident that at 
amounted to 20,744,197 eer d Care, ‘ Registration least this many new ve- 
cars, trucks and buses and nga — Se hicles must have been sold 
97,539 motorcycles. Alabama ...... 224,843 195,805 11,658 and registered during the 
Passenger car registra- — tenes a a Hy first six months of 1927 if 
; rkansas ...... : , , id- i i 
oe ase truck California 1,585,568 1,386,761 125'998 ee — Bgp ype 
and bus registrations com- Colorado ...... 234,794 216,031 206* pe q : 
bined totaled 2,610,757, Connecticut 260,100 219,083 22,460 those of the preceding end- 
while in the relatively few Delaware amaes 42,505 34,705 2,480 of-the-year. 
states in which bus regis- a Col. ... 129,991 114,671 13,452 A few years ago it was 
trations are kept separate oo 374,757 316,284 34,210* ossible to do this so that 
p Georgia ....... 257,760 223,741 29,452 P ; 
from other types of ve- eee 86,100 78,000 463 each registration tabula- 
hicles there were 13,006 Illinois ........ 1,303,326 ‘1,136,208 85,290 tion, whether taken in the 
registered. — ee pre ret middle or at the end of the 
ranean a) care [] Kansas... 2. 454,685 406,605 20,999 yey. Sens peng 
trucks and buses so far this Kentucky 250,989 224,361 1,011* increases over the preced- 
year were 1,164,329 greater Louisiana 210,000 175,000 6,000* ing one. Within the last 
than for the similar period ee ; rors oyna aa year or two, however, the 
P aryland ..... 245, , 989 iti 
. bee — a Massachusetts .. 634,661 555,183 19,454 < greeny th ye wth 
gain of 6.0 p , Michigan ...... 1,040,680 900,536 48,502 | pone 
cording to these figures and Minnesota 605,525 530,888 33,376 more than six months’ sales 
census estimates for July 1, Mississippi 198,500 179,000 13,500 of new cars to overcome the 
1927, there are 5.7 persons saa teeeee ween “a Jaa effects of the very consider- 
per mater ae in the || Nebraska ...... 286,850 263,953 31,922" = a . a 
country at this time. Nevada ....... 21,896 17,337 1,369 oe a Pe 
As has been the case in > snes ; Pa RL .. 7,218 during the whole of the 
the past few years, July 1 ow Jersey ... 0,499 54,311 previous year. | 
sealicinentiinen anes tems aioe New Mexico .. 51,044 49,483 4,473 Th ei 
g New York ..... 1,734,600 1,406,245 229,003 ee ee eee 
those for the preceding N. Carolina ... 441,650 399,000 49,977 which has always operated 
end-of-the-year period. As N. Dakota ..... 145,383 133,973 1,059 to influence mid-year regis- 
has been explained before, Ohio .......... 1,436,939 1,276,939 121,939 tration data and is no more 
this, undoubtedly, is caused Oklahoma ..... 423,775 384,500 6,225* effective now than in past 
by two fact The first Oregon 208,478 192,302 12,837 This i h 
actors. The firs Penna. ........ 1,264,366 «1,094,653 60,396" || Years. is 1s the very 
and more important one is Rhode Island .. 104,126 86,228 10,653 great amount of estima- 
that, with the increasing : ng er ptr 157,087 22,173 tions which must be done 
numbe i imi- . Dakota ..... ' 152,000 5,000 . . . “ 
r of cars being elimi ccenene 269'948 245401 46151 in tabulating mid year reg 
nated _ from service each —— 985,406 885 110 81673 istrations. This period is 
year, it takes a longer time Utah .......... 84,450 72,927 6,259 in the midst of new car reg- 
~~ new car sales during here seienieion a 64,876 6,305 istrations activities and 
e following year to re- irginia ....... 924 264,052 24,824 complete and accurate re- 
la . . . Washington . 348,628 298,639 23,968 . . 
D ~ them p= gnome W. Virginia .... 199'459 176.797 15792 turns are available at this 
uring , according Wisconsin ..... 629,582 550,358 38,785 time from only relatively 
. ae made in the Wyoming 46,198 40,822 1,952 few states. 
as tatistical Issue of This second factor make 
Automotive Industries, — Leino 20,744,197 18,133,440 it unwise to oe rm 
ters eae approximately et BI seers eee e eee e cece eee eee enna eens 1,164,329 much upon mid-year regis- 
2143 - Total registration fees, $271,171,724. : 
443,000 motor vehicles : tration data. Many state 
, Total gasoline taxes, $103,030,982 , 
‘removed from service. All seen are unable to supply accu- 
°f these vehicles appeared * Registration loss. rate information at this 
in the end of the year reg- time for more than the first 
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four months of the year, Fa a of rank, exchanging 
bet cotimate the wuts o/" = Poraons Per Meter Vehicle, "Ny Sint vows sith Chie 

S 
the books have not been July 1, 1927 registered over one mill- 
closed and completely Gentile. .....<sssees. 12.3 Missouri ............. 5.7 ion cars and trucks, thus 
audited as early as the Alabama ............. YO eee 5.6 making six states in this 
information is required Arkansas ............ eee 5.6 group, one more than a 
for this presentation. — era peentes a — , Peteeeececwens ~ year ago. Rhode Island 

Pe secs eencnenes : I teh dicgiia aie anil . 

In general, however, RAID nso sccwocnss 9.2 New Hampshire ..... 5.2 a = — to the 100,- 
the figures presented Tennessee ............ 92 Vermont .......:..... 5.0 Class, Jeaving but 
here may be considered Mississippi ........... 9.0 Nebraska ............ 4.9 10 states in which fewer 
fairly reliable as ex- West Virginia ........ _ aren 4.7 than this number of 
pressing the general Virginia see eee eeeeees 8.5 Colorado eee te anion 4.6 vehicles are registered. 

: Pennsylvania ......... Te EEE cect seneens 4.6 Total : 
trends of the industry. New Mexico ......... 7.7 Washington ........... 4.5 _ Total gains were con- 

This year, for the first Montana ............. 7.2 North Dakota ........ 4.4 siderably less than those 
time, a number of states Rhode Island ......... 6.8 Minnesota ............ 4.4 of a year ago, which 
show fewer motor vehi- er age 8 ere G7 Bisemagem ..........06. 4.3 might have been ex- 

: orth Carolina ....... GH Gwemem .....ccccccces 4.3 aod 8 ‘d : 
cles registered than one Arizona .............. 6.6 South Dakota ......... 4.2 pected in consideration 
year ago. At first glance New York ............ 6.6 Indiana .............. 4.2 of the great increase of 
this appears rather im- CO err > f+ Seer 4.2 eliminations and the re- 
probable but it is doubt- Connecticut .......... Re BOD. ccs ccsscccceses 3.7 latively stationary pro- 
| d to th DEE. Ato cathe iebekwes cnc ewnpedes 3.6 duction and sales fi 

ess que to © same 0 Se 6.2 Nevada .............. 3.5 sures 
causes as were mention- | SIRENS 6.1 Kansas ............... 2.9 for the past two years. 
ed before. The number of New Jersey .......... 6.0 California ........... 2.8 In 10 states a loss of 
vehicles being scrapped Delaware ............. o — — registrations is indicated 

ae Haan ee but the total loss is only 


each year is constantly 

increasing and ithe “Mh 

amount of new sales re- 

quired to compensate for this loss in vehicles in opera- 
tion is constantly growing greater. This fact, coupled 
with the incompleteness of information which may be of 
greater influence in particular states this year than it 
was last year, seems to be the explanation of the unique 
trend expressed for the first time in this tabulation. 
There is little doubt that all of these states showing a 
loss over last July will register substantial increases 
next December over the 1926 total figures. 

There have been few important changes in the rela- 
tive position of the various states. Because Pennsy]l- 
vania showed a slight loss in registrations over those of 
a year ago, it has been reduced one place in the order 








150,000 and no _ small 
part of that is probably 
due to incomplete data. Total gains for the year were 
about 1,315,000 as compared with 1,991,000 for 1926. 
Percentage gains this year were 6.0 per cent while in 
1926 they were 11.3. 

Unless our production and domestic sales activities 
should increase in future years at a much more 
rapid rate than they have in the past two or three 
years, this trend of decreasing registration gains 
is likely to continue and it may not be so very 
long before nearly all the domestic sales will 
be required for replacement purposes, except for 
that portion sold to an increasing population in- 
crement. 





Inside Ball or Tombstones? 


(Continued from page 26) 


The automobile market has passed many leagues 
beyond the point where any car is going to sell itself 
extensively enough to keep the dealer from starvation 
or the factory in profitable production. There is far 
too little to choose between one competitor and another 
at any given price level. 

Salesmanship and service will have a tremendously 
more vital relation to production figures in seasons to 
come than ever in the years gone by. 

Shall I be drawn and quartered for suggesting that 
up to this stage in automobile history the engineer 
has been far and away our most effective salesman? 
Or that our volume has grown in spite of, rather than 
because of, our salesmanship? 


It’s worth the risk—for the manufacturer and dealer 


whose salesmen of the future do not learn to cultivate 
every atom of goodwill that the little extra courtesies 
can induce have nothing but the graveyard in prospect. 
From this point on it’s a battle not of designs, nor even 
of prices, so much as of wits. And in it the winners 
will be those who study human nature and know how 
to influence favorable reactions from their fellow-men. 
The use of letters in this process is a whole chapter 
by itself and I shall not attempt to analyze it here. 


This neglect of a timely letter in the instance under 
discussion is not mentioned to introduce a treatise on 
selling by mail, but to illustrate the need of unremitting 
attention to small courtesies. 

Inside ball wins the merchandising pennant as truly 
as it brings home the World Series money, and no 
message can be more helpful to the industry than one 
which stresses its importance. 

A conspicuously successful service organization once 
drafted a sign for its office reading, “The Blank and 
Blank ideal of Service is to do the little things that 
other firms forget.” Its application of that ideal has 
given it unquestioned institutional leadership in its 
field. 

The automobile merchant who adopts the same slogan 
has almost clear sailing before him. 

For scarcely one dealer in a thousand—or one sales- 
man in a million—makes it more than 10 per cent 
effective in his operations of today. But in the big 
tomorrow, when the finish fight is on, it will outsell ten 
to one the time-worm practice of touching merely the 
high spots with a multitude of prospects and counting 
on the law of averages to turn a due proportion of them 
into sales. 
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W. D. Edinburn, D.A.D.A. 
manager, who conducted 
mail canvass 


rooms on Sundays and give salesmen the day off 
will receive much consideration from dealer asso- 
ciations throughout the country in the near future. 
The Detroit Automobile Dealers Association held a 
special meeting, July 6, and by a majority vote of the 
93 firms holding membership decided to close the new 
car showrooms in Detroit on Sunday. At the same time 
the Detroit dealers decided that the used car depart- 
ments and service departments should continue to re- 
main open as heretofore. Action of the Detroit asso- 
ciation, it is believed, will give the movement 
a fairly strong send-off nationally. 
The automobile business in Detroit, from 
a retail standpoint, is in its twenty-sixth 
year, and in all that time has been a seven- 
day-a-week business in practically every de- 
partment. This is the first time that the 
dealer organization as a body, has taken such 
a stand, although Sunday closing was con- 
sidered some years ago. Detroit is primarily 
an industrial city and dealers, in the past, 
have depended largely upon the week-end 
business which has been made up 
principally from the factory work- 
ers. Persons in the industry contend 
that, if a city like Detroit can suc- 
cessfully close up its automobile 
stores on Sunday, the plan could be 


l is likely that a movement to close automobile sales- 


made up their minds to go into it. 

A number of interesting points 
were brought out at the discussion 
which preceded the vote, and which 
are typical conditions existing in 
practically every city. 

Many dealers have new and used 
cars displayed in the same room 
and how to handle this situation 
was the cause of considerable de- 
bate. If a customer entered the 
building while used car salesmen 
were there and insisted on seeing 
one of the new cars, should the cus- 
tomer be refused? was one of the 
problems which came up. The sug- 
gestion was made that the dealer 
might rope off the new cars or C 
place attractive posters calling at- 


7his Moot Matter of Closing 
Showrooms .. Sunday # 


SNe Detroit Automobile Dealers Association Votes 
to Stop New Car Selling on Sabbath 


But Keeps Lid Off Used Car 
Departments 


By Lewis C. Dibble 














Walter E. Dusenbury argued for 
adopted in any city, once the dealers closing 


HE action of Detroit 
dealers re making the 
seventh day of the week a 
day of respite from business 
should interest all other dealer 
associations that are confron- 
ted with this same problem. 
Readers who have convic- 
tions on this subject will find 
the columns of Motor AGE 
open to expressions of opinion. 
What have other opponents 
and protagonists of Sunday 
closing to say? What’s the 
stand of the salesmen? 


do 





tention to the public that only 
used cars were sold on Sunday. 
It was finally decided that once 
the general public becomes thor- 
oughly familiar with the fact 
that new car departments are 
not open on Sunday, the dealers 
will not have much trouble 
from this source, and anyway, 
the consensus was that brother 
dealers possess a certain pride 
of honor and that 
they will not make 
it a practice to take 
advantage of such 
opportunities but 
will handle such 
situations in as 
diplomatic a manner as is possible. 


There were a number of dealers who 
argued strongly for closing the entire estab- 
lishment, including the used car departments 
and service departments, and, as a matter 
of fact, some of these dealers 
voted against the partial closing 
which was finally decided upon. 


The debate developed the fact 
that there were a number of dealers 
who would also like to close the used 
car sales departments, but in view 
of the fact that Sunday is the best 
used car sales day of the week and 
because there are a number of in- 
dependent used car lots and stores 
operated in the city, it was deemed 
that the dealers would lose by clos- 
ing their used car departments and 
permitting this business to go to 
their independent competitors. 

President Joseph A. Schulte, 
manager of the Cadillac Motor Car 
Co., Detroit branch, told the dealers 
that the directors of the association 
have been making a careful study 
of the Sunday closing plan for a 
number of weeks and that they 

Yy were heartily in favor of it and 


Joseph A. Schulte, 
president of the 
association 
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mae were recommending its adoption 






























34 


after a mail canvass conducted by W. D. (Eddie) Edin- 
burn, manager, had indicated the apparent wishes of the 
association. 

Among those who came out strongly for the Sunday 
closing plan and who advanced a number of reasons for 
his stand, was Walter E. Dusenbury, manager of the 
Reo Motor Car Co. branch in Detroit. 

“Several years ago I received an anonymous letter 
from the wife of an automobile salesman and it set me 
thinking,” said Mr. Dusenbury. “She pointed out that 
the husbands of all her companions worked in other 
lines of business which allowed them to be with their 
families on Sundays, and then raised the question why 
her husband had to be away the entire day selling auto- 
mobiles. 

“That letter has often come to my mind since. Her 
husband should be with his family on Sunday just like 
other men are. And that case is just a fair sample of 
the condition which exists in thousands of homes. To 
my mind, we as reputable automobile dealers owe it to 
our men to give them the same advantages as other 
men. When we do we will be the gainers because we 
will make our business more attractive and thereby will 
find it easier to obtain a better class of salesmen. 

“Today the only places of business which are open in 
Detroit on Sunday are fruit stands, drug stores, filling 
stations and automobile selling establishments. It 
seems that we could well afford to follow the example 
of the department stores and other lines of business 
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which have suffered no hardships in closing on Sundays. 
To my mind the day we give the public to understand 
that we are going to close like other reputable business 
houses, then the public will like us just that much more 
because of our action and they will arrange to do their 
automobile buying on regular week days just the same 
as they do other merchandise.” 

During the discussions, A. B. Connelly, manager of 
the Studebaker branch, brought out an interesting point 
about used car sales. He stated that a survey of the 
various Studebaker agencies in Detroit revealed that 
from 1/3 to % of all the used car sales were made on 
Sunday. This was a typical example and was used as 
one of the strong arguments for keeping used car de- 
partments open. 

Whether or not the Detroit Automobile Dealers Asso- 
ciation is going to be successful in bringing about a 
general closing of new car showrooms remains to be 
seen. The association will run advertisements in the 
daily press notifying the public of its stand but whether 
all the dealers will eventually fall into line, or whether 
a sufficient number will go through with the idea to 
make it permanent is a matter that time alone will 
decide. 

At any rate, dealer associations throughout the coun- 
try will be interested in observing Detroit’s fight to 
place it alongside such cities as Toledo, Memphis and 
the metropolitan district of New York, where Sunday 
closing is now observed. 





Sell This Idea to Your Local Fire Laddies 


OLLOWING is a suggestion that may be worked 

out to result in the sale of a number of additional 
automotive units in towns of fair size. Incidentally 
this would materially improve the fire-fighting facili- 
ties of the town. 

This new and novel piece of fire-fighting equipment 
is shown in the accompanying illustration. The unit 
is a combination of ambulance and quick-lunch counter 
and has just been presented to the Detroit Fire Depart- 
ment by Paxton Mendelssohn, chairman of the Fire Pre- 
vention Committee of the Board of Commerce. This 
consists of a special body mounted on a Packard six 
chassis of 133-in. wheelbase. In order to keep the fire- 
men comfortable and efficient when fighting a large 
blaze, this novel car is equipped with a large coffee urn 
at the front of the rear compartment. This is set on 
a large cabinet in which are kept cups, saucers and sil- 
verware. A drop door makes a small serving counter. 
At the rear is a polished aluminum sink with an adjust- 
able shelf where dishes can be washed with water con- 
tained in the large tank above. Liquid soap is carried in 
a container at the side. 

Hot coffee and sandwiches are now recognized as be- 
ing most vital when the men are out a long time on a 
hard fire-fighting job. 

In the event of injuries, the car can be used as an 
ambulance or hospital. 

On the right side of the rear compartment is a long, 
leather upholstered seat beneath which are a large num- 
ber of metal lockers for medicines and complete surgi- 
cal equipment. Two stretchers are carried in brackets 
above and when in use are swung on straps from the 
ceiling. Emergency seats and a surgeon’s table fold out 
of the way when not in use. A dust and water-proof 


trunk is carried on each running board as a place to 
store blankets. Light is provided with two dome lamps 
and a movable spot light with a long cord held in a 
socket in the partition at the rear of the driver’s seat. 
The windows are so arranged on the side as to give 
ample light and ventilation and still maintain privacy 
for surgeons performing possible emergency operations. 

Firemen say it is the only car of its kind. There is 
no reason, however, why many such units should not be 


‘.sold throughout the length and breadth of the United 


‘States. 





Interior view of combination ambulance and quick-lunch 
counter 
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Right—A neat shop ar- 
rangement that boosts 
efficiency. Below—Trav- 
eling hoist system lifts 
cars, moves heavy parts 
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Making a Go of 


Service Promotion 
How Chevrolet Does It 


By D. G. Frazer” 


N 1924 the Chevrolet Motor Co. instituted a definite 

| program to improve service conditions in its dealer 
organization. The primary object of this service 

promotion movement was to persuade dealers to stand- 
ardize their shop equipment and service methods 
throughout the United States on a basis that had been 
approved by the General Service Department of the 
Chevrolet Motor Co. 

Each succeeding year this movement has gained mo- 
mentum until today a large majority of Chevrolet deal- 
ers have adopted the standard service promotion instal- 
lation of the company. 

Service promotion, therefore, is merely an organized 
effort to assist every dealer in giving adequate service 
to the public at a profit to himself. 

In order that you may understand our system of or- 
ganization it is necessary for me to briefly outline to 
you the service set-up of tha company. The country is 
divided into six regions, each having a regional parts 
and service manager directing all service activities. 
These regions are sub-divided into zones where a zone 
parts and service manager directs the company’s serv- 
ice work in their division. 

The Service Promotion Department, being a branch 
of the General Parts and Service Department, has repre- 
sentatives in each zone who report directly to the parts 
and service manager of the zone concerned and receive 
all policies and instructions pertaining to their field 
work from him. 

The service promotion representative must have a 





* The author is manager of Service Promotion for Chevrolet 
Motor Co. This article is from a paper presented at the recent 
Service Managers’ Forum of the N. A. C. C. 
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Below —Such complete 
shop equipment puts 
speed and accuracy in all 
work. Circle — Another 
angle of the shop 
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complete knowledge of the subject at hand 
and a personality that will impress the 
dealer that he knows his subject in order that he be able 
to effectively assist the dealer in improving his service 
conditions. It is only through complete confidence on 
the dealer’s part that the representative can do this. 

I believe that I can safely say to those of us gather- 
ered in this meeting that one of the most difficult 
things to overcome when trying to improve service con- 
ditions is the lack of interest on the part of the deal- 
ers themselves to service. It has always been the Chev- 
rolet company’s belief that to have successfully operated 
service departments in its dealer organization, there 
must be created in the minds of the dealers an interest 
in that department, and in doing this it was necessary 
to have a definite or tangible plan which could be laid 
before the dealer and explained in detail to him how it 
would work and what he must do to carry it on. 

The company, therefore, has developed a definite pro- 
gram for improving service conditions which involve 
all the major elements necessary to carry on a first 
class service department. 

When starting this work with the dealer, the first 
thing to do is to"point out the weak features in his 
method of operation and what the company has to offer 
him in improving these methods. It is, therefore neces- 
sary that we have a specific thing to offer for each of 
the different phases of his service business. We have a 
standard layout and arrangement for a dealer’s service 
department which is made flexible enough so that it 
can be fitted into the various types of buildings that we 
encounter. The principal features of this are that the 
dealer’s shop have a toolroom enclosure where tools 
are placed in such position that they permit the most 
efficient operation by mechanics. As this toolroom is 
enclosed in a wire screening, it is arranged so that 
it can be put under lock, thereby protecting the dealer’s 
(Turn to page 38, please) 
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Wn hy Did Seven 


—and the service man roamed off 
without landing the job 


HY do so many automobile service stations 
\ V refuse to accept a profitable repair job, when 
it is pushed under their nose?” 

This question was put to us the other day by a man 
who had just finished a vacation tour through seven 
or eight states, and who had tried in seven different 
places to have his car cured of stiff steering. 

The first stop was at a dealership in Chicago. 

“My car was bumped on the front left wheel a 
little while ago and ever since it has steered hard and 
I would like to have the trouble taken care of’’—was 
the way the problem was put to the service sales- 
man who greeted this man, whom, for convenience, 
let us call Mr. Williams. 

After walking around the car once or twice and 
looking at all the wheels, kicking the tires on both of the 
front ones, the service man suggested that it might 
be a good plan to rebush the front system. It was 
protested that the front system did not seem to be par- 
ticularly loose and that the trouble developed imme- 
diately after the car had been run into. Neverthe- 
less, the service salesman nileta 
stuck to it that a rebushing 
job was what was needed: 

Mr. Williams suggested 
that it might be worth while 
to check up on the steering 
worm and see if anything 
was bent there, but the 
service salesman waived 
that suggestion aside with 
the remark that rebushing 


always cured stiff steering. Ss “3. (a. 


Mr. Williams explained 
to us that what he told this 
service salesman was to the 
effect that he didn’t have 
time, then, to leave the job 
and might see him 
later. If the truth 
were known, he prob- «4 
ably secretly hoped 





Selling grease instead of a real 
repair job 
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ervice Stations 


Refuse a $15 
Repair fob? 


Here Was a Car Afflicted With Stiff 
Steering —a Plum Ripe and Ready 
to Be Picked—Yet They All 
Passed It Up and Had 
Something Else to 


Offer 


By C. Edward Packer 





that he never would see him again. 

Another stop was made at a service station that 
specialized in lubrication. Here there was a real 
salesman on the job who explained that the car 
needed a thorough lubrication anyhow, and_ that 
it was a good bet that a thorough oiling and greasing 
job would be a big help in making the car steer better. 
He was right. The job was sold, but the work that 
was really needed was not done. Some improvement 
in steering was felt, but still there was a real need 
for a complete repair job. 

So it went— 

One stop was made in Indiana, one in Ohio, two 
in Pennsylvania, one in New Jersey and still no 
one got at the bottom of the trouble and no one 
sold the real repair job that was ripe and waiting 

ssiniaieties to be picked. 

‘ In one of the places in 
Pennsylvania, a very fine 
aligning gage was put in 
place on the front wheels. 
It was shown conclusively 
that the front wheels were 
11% in. out of line. 

“There’s your trouble,” 
the service man declared 
triumphantly. 

But, as Mr. Williams 
looked down and saw that 
the gage was on the rim 
at one end and on the 
wheel felloe at the other, 
“ay this demonstration was not 

% very persuasive, as it was 
evident that a_ perfectly 
good gage was being gross- 
ly misused. 
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“Surely,” Mr. Wil- 
liams said, “if such 
carelessness is shown 
when using the gage, 
what in the world 
can I expect from 
these men when I am 
not there and when 
they are working on 
inside parts that I 
cannot see? How do wn 
i know that the bush- aa 
ings would be reamed So 
in line, and how am 
I to have any confi- 
dence in a place that 
handles’ service’ in 
that way?” 

There is good profit 
in service work when 
it is profitably han- 
dled, but one of the big expenses in doing business is 
in getting customers to drive into the shop. When 
once in the shop they should be aggressively sold every- 
thing that they need. 

One of the service stations visited by Mr. Williams 
went so far as to point out the probable need of a 
complete overhauling in the front system. That was 
all that was said, and the car and customer were per- 
mitted to remain at the back door and no suggestion 
was made that work be started or that the car be left 
for repairs. The limit of the suggestion was that the 
work ought to be done and then the service man 
roamed back to his repair bench and continued to 
tinker on a carburetor which Mr. Williams guessed 
belonged to this mechanic’s own car. 


After waiting two or three minutes, Mr. Williams 
drove off, figuring that if the man showed no more 
interest in getting the repair work than that, he prob- 
ably would not show much interest in turning out a 
satisfactory job. 


And Here’s How the Story Ends 


Here were seven opportunities presented to seven 
different service stations to handle a repair job that 
was certainly worth taking in. Incidentally, it would 
have raised the customer’s respect for the car that he 
was driving. Every car owner is a potential prospect 
for a new car sometime. The kind of car that he buys 
is determined very largely by the service he receives 
on the car that he owns. 

But, hcw does the story end? 

Finally, in desperation, Mr. Williams pitched into 
this job himself. To find out where the damaged part 
was, he disconnected the Pitman arm. The front wheels 
turned freely. Obviously there was no binding there. 


The steering wheel groaned when turned from right 
to left. 


Ah, here must be the trouble! 


Disconnecting the steering wheel from the steer- 
ing gear, it was found that the steering gear was 
binding badly. The guilty member was removed, dis- 
assembled, and it was found that the worm gear shaft 
was sprung badly. The local service station for 
another make of car loaned Mr. Williams the use of a 
press and also the services of a dial gage. By placing 
the shaft between centers, the sprung portion was 
located and marked with chalk. This was then placed 
on a pair of “V” blocks and a shop service press was 
brought into play. It was but a short time before the 





All one man had for sale was advice 
—and gave that away 


OT 


shaft was straight- 
ened and after lightly 
polishing off the few 
Mt tm irregularities caused 
5: Sj by the use of the 
"7 e press, the shaft was 
found to fit as well as 
when new. The car 
now steers as well as 
ever. 

But — can anyone 
tell us why seven dif- 
ferent organizations 
refused to accept a 
job that was worth at 
least $15. 

It was a job that 
wasn’t so difficult as 
to require a consul- 
tation of service ex- 
perts nor so unusual 
as to tax the ability of any trained mechanic. All it 
required was a careful inspection to locate the trouble 
and then an application of ordinary maintenance 
knowledge. Yet the task was passed up. Was it be- 
cause of laziness? Was it due to incompetence? 





Used Car Yards That Get Attention 


Recognizing the value of outdoor display, inu.:v 
automobile dealers have been employing very suc- 
cessfully used car yards for some time. But such yards 
have become so numerous in most cities that it takes 
more than a side lot now to make a yard that will cause 
the public to sit up and take notice. That such yards 
that really bid for and get attention can be built at small 
expense is proved true by one operated by the Wroten- 
Hundley Motur Co., Dodge dealer, San Antonio, Tex. 

This particular yard is located on Broadway, adjacent 
to the company’s main salesroom, and is so set off by an 
attractive fence that it gets more than the usual atten- 
tion from persons riding or walking past. Over the cen- 
tral entrance to the yard is a clock, lettered with “The 
Correct Time.” To the sides of the clock are the words: 
“Big Values—Used Cars.” The ‘ower panels of the 
fence have these phrases: “We want your good will,” 
and “We guarantee satisfaction.” 

Such a fence costs little to build and is attractive. 

Such a yard is easy for prospective used car purchas- 
ers to drift into, which is an advantage over the used 
car department when housed in a builcing that makes it 
more or less inaccessible to certain pe:+le who might 
feel timid about going into a place w= “swell” front 
to inquire about a used car worth only a few hundred. 
The used car yard obviates this drawba.:k, but when it 
is fenced as the one of Wroten-Hundley :t carries a cer- 
tain dignity and air of seclusion that .s bound to recom- 
mend it to the public. 
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Hundley Motor’s attractive used car yard 
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(Continued from page 35) 


tool investment during the ab- 
sence of anyone of responsi- 
bility. 

Adjacent to this toolroom en- 
closure is the repair line and 
this has running its' entire ae 
length an overhead lifting sys- | 
tem connecting it with the tool 
room, making it very easy for 
the mechanic to remove any ma- 
jor unit from the car and into 
the toolroom where the repair 
work is carried on. 

The company requires each of its 
dealers to operate on a flat rate basis 
and provides standard flat rate charts 
with the cost of each operation printed 
on it so that it can be seen by the cus- 
tomer. In this connection we also have 
a standard repair order which we advise 
the dealer to use so that he can properly 
cost out his expense to the various de- 
partments. Service record cards and 
new car inspection cards are supplied the dealer at a 
nominal cost. 

The representative has a familiar knowledge of wage 
incentive systems and as the company advocates either 
a piece work system or a simplified pooled bonus, he is 
able to advise the dealer which of these systems is best 
fitted to meet existing conditions in his particular shop. 

A working knowledge of the application of Duco to 
service and used cars is required and the representative 
must be able to supply the dealer with definite informa- 
tion as to what he needs in the way of equipment to be 
able to carry on this work. 

Proper methods for selling service are also a part of 
the representative’s equipment and he is able to outline 
for the dealer special means of attracting additional 
volume to his service department when it is found what 
is needed in order to permit the shop operations to be 
carried on at a profit. 

The company believes that the advertising of service 
is an effective means of bringing to the attention of 
Chevrolet owners the need of having their cars properly 
serviced and the fact that the authorized Chevrolet 
dealer is best equipped to take care of their work. In 
past years it was not considered the proper thing to 
advertise service but now Chevrolet service is being 
advertised nationally, and supplementing this national 
advertising are auxiliary advertisements on service pub- 
lished monthly in the Chevrolet Advertising Folder. 

Shop administration in all its various phases, partic- 
ularly when pertaining to the selection and training of 
service managers and service salesmen, is a very definite 
function of the representative, for after all upon these 
two key men very largely depends the success or failure 
of a dealer’s service department, both from the stand- 
point of satisfied customers and profitable operations. 

The service promotion representative has a general 
knowledge of accounting which enables him to properly 
analyze dealers’ financial statements, using the infor- 
mation he obtains from this analysis in setting the cor- 
rect selling price of labor and telling the dealer in 
plain figures how many mechanics he must employ and 
how many applied hours those mechanics must work to 
enable the shop to operate at a fair margin of profit 
after having provided for fixed overhead and labor costs. 


A parts display that sells. 
Modern washing equipment 


pe i The parts department is the 
— ai dealers’ second largest source of 

7 revenue. As such, it naturally 
comes in for a very large and 
definite consideration in our 
service promotion plan because 
naturally the net profit can be 
increased by using sound mer- 
chandising principles. 

The representative has all the 
information needed to advise the 
dealer on the proper location and 
amount of space his parts department 
should occupy, based on the number of 
Chevrolet cars operating in the dealer’s 
zone of influence. He also assists the 
dealer’s parts man in properly estab- 
lishing an inventory system for keeping 
his parts, two types of which are ad- 
vocated, depending on the volume of 
parts sold. 

The foregoing points brought to 
your attention deal entirely with the 
administrative end of the dealer’s service business. 
There is, however, a major work carried on by the com- 
pany through its Service Promotion Department, which 
consists in the proper training of the dealer’s shop 
personnel. This activity is carried on in the field 
through 25 permanently located service schools. In 
charge of each school is a permanently located instruc- 
tor who operates under the jurisdiction of the parts and 
service manager for the zone in which the school is 
located. This instructor is a man carefully selected for 
his mechanical ability and knowledge of conditions. 

In these schools three major courses are taught: 
Mechanical repairing of the automobile; fundamentals 
of Duco application, whether in service or used car 
work, and an advanced course in Duco application where 
we instruct the students how to two-tone, band and 
stripe a car in such a way that it will present a fine 
appearance on the used-car showroom floor. 

In addition to these three courses, the schools are 
also used for dealer courses. These dealer courses are 
being conducted at this time all over the country and 
the dealers are manifesting a great deal of interest in 
service promotion work, and through that interest co- 
operate to a greater extent in sending their men to our 
service schools and also increasing the efficiency of their 
own service department. Last year 4500 men went 
through the service schools and from present prospects 
this year over 6000 will be trained. 

The company desires each of its dealers equipped so 
that his service station can perform, in the proper way, 
any operation on the Chevrolet car and to perform it 
on a flat-rate basis. There are, however, certain situa- 
tions which have to be faced in various size dealer 
shops. In other words, a dealer whose net working cap- 
ital is limited and who has a small contract is unable 
to stand the financial burden of putting in the whole 
program at one time. We have, therefore, endeavored 
to build him up step by step so that im the course of a 
year or two from the time of the first contact, he will 
be completely qualified to handle any type service job 
in the proper way. 

At this time the company has 45 service promotion 
representatives operating in the field and 23 service 
school instructors. 
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Flat Rater 


Enumerated by a Dan Who Was 
Driven to This Method of Shop 
Operation by Inability to (ollect 

Repair Bills Under the Per- 
Hour System 


By P. E. Chamberlain« 


BOUT 1920 I had just gone through all the 
A grief incident to the pioneering of the Flat 
Rate in an individual dealer business. Deal- 

ers in Ford cars had been using it for some time, 
but Ford did not furnish the inspiration for me. 
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P.E. Chamberlain 





I was literally driven to it. The Flat Rate was 
born because, under the per-hour method of han- 
dling the customer, we were unable to collect our repair 
bills. 

After nearly a year of effort, we succeeded in in- 
stalling the Flat Rate. After another year of operation 
we found that it absolutely eliminated, our loss, due to 
uncollectible repair bills. That is to say that this re- 
sult was accomplished by the Flat Rate itself, in com- 
bination with the intelligent selling of maintenance 
service. 

The first point I want to make is that the Flat Rate 
came into existence, not from a desire to improve or 
change, even, the method of handling work within the 





petition not of men or of personalities, but of methods. 
Let us keep that fact ever before us. The customer is 
interested in but one thing—the ease with which he can 
buy. The success of the chain stores proves this. Mr. 
Woolworth’s personality was not the magnet which has 
drawn millions of dollars’ worth of business to his chain 
of stores. I personally do not know the name of the 
president of the A & P stores. But these stores repre- 
sent a new method in merchandising which makes it 
easy to buy for me. Result, I patronize them. 

So with the Flat Rate. Properly installed, intelli- 
gently sold, it furnishes a method which meets the 


Shop itself, but because of 
the very great necessity of 
handling the customer dif- 
ferently. 

That need still exists, per- 
haps not as acutely as it did 
Six or seven years ago, but 
nevertheless we have a long 
way yet to go with the cus- 
tomer on automotive service 
matters. 

The idea of yesterday is 
the accomplished fact of to- 
day. We are in the era of the 
New Competition—a com- 








“Excerpts from a paper presented 
before the National Automobile 
Chamber of Commerce Factory 
Service Managers Forum. 








"4 ty a number of years ago Motor AGE 


had what is popularly referred to as a 
vision. This had to do with the then embryonic 
idea of figuring service work on a Flat Rate 
basis, and its vast potentialities. The conclusion 
was maturely reached that here was a system 
of pricing jobs that merited universal adoption. 
Forthwith was begun an editorial offensive with 
national usage of the system as its objective. 
Articles galore were printed concerning Flat 
Rate, its application, its benefits and how it 
should be sold. The verbal army penetrated 
to the very outposts of the trade and captured 
shop after shop. Annually for the last four 
years a comprehensive Flat Rate Chart has 
been published. And recently Chilton Class 
Journal Co., publishers of Motor AGg, came 
out with the “Rapid Flat Rate Price List.” 
The cannonading is still on and will continue. 


: 


_ 





& 





buying habits and _ tend- 
encies of the customer and 
makes it easy to buy the 
maintenance and _— service 
which every car must have. 
Candidly I do not know 
what the Flat Rate has ac- 
complished. By this I mean 
that, unfortunately, we are 
a trade without statistics, 
except as applied to produc- 
tion. I know of no way of 
determining how many use 
tne Flat Rate, the amount of 
money it has saved or lost 
for those who have adopted 
it, on the part of the 22,000,- 
000 motor vehicle owners. 
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I do know this! Were the 
Flat Rate to the customer and 
the contract method of pay- 
ing mechanics in universal 
use in the trade, it would re- 
sult in untold good from the 
standpoint of shop operating 
economies, reductions in re- 
pair bills to the public and a 
general uplifting of the main- 
tenance departments of our 
business. 

Frankly, I do not think it is 
in use to the extent you 
may imagine. There are some 
40,000 general repair shops, 
comparatively few of which 
use it. Of the 50,000 car 
dealers of all kinds in the 
United States and Canada, I 
think only those with the 
best organizations use it. 
Many use it in part—still performing a majority of 
customer service on the old per-hour basis. Many who 
use the Flat Rate in billing the customer do not pay 
mechanics on the piece work basis. I have yet to find 
any organization which is 100 per cent Flat Rate—the 
“per hour” charge absolutely eliminated. 

Because of this lack of real information on the sub- 
ject, we can say very little as to what it has accomplished 
from the standpoint of the entire trade. We know that 
practically all well organized distributors and dealers 
use both the Flat Rate and pay-by-contract, and that 
they have greatly profited by their installation. I recall 
hearing Charles Gambill, Chicago Hupmobile distrib- 
utor, make the statement at a meeting in Detroit some 
years ago, that the Flat Rate had been worth $75,000 
a year to him. 

I have never run across a dealer who, using the Flat 
Rate, would ever return to the per-hour method of 
doing business. 

With your permission, I shall mention some of the 
outstanding benefits of the Flat Rate accruing to those 
who have installed and sold it intelligently. 

You are as familiar with these general benefits as I 
am and, therefore, I shall devote very little time to 
them. I want to devote most of the time at my disposal 
in telling you some of the things that, in my opinion, 
should be done to secure more general acceptance of the 
Flat Rate by the trade as a whole. 


Partial Use of Little Benefit 


I consider that the Flat Rate is of little or no benefit 
to the shop which uses it but partially and fails to sell 
it intelligently. If the customer is not sold—or if the 
operation of the Flat Rate, no matter how efficiently 
it is installed, is buried from view within the organi- 
zation—much of its benefits is lost. 

In other words, a right policy is not enough. It must 
be sold intelligently. 

Again let me say that certain shops, failing to under- 
stand that their problems have their roots in the filth, 
dirt and inefficiency with which the customer is greeted, 
seek the Flat Rate as a panacea. When it fails, they 
- condemn it. 

Let me repeat. We are in the day of the new com- 
petition. The methods of yesterday will not satisfy the 
customer of today. The Flat Rate is a method. Method 
has no value, per se. Its value lies in the manner in 
which the method is conceived, with reference to the 
individual business, the manner in which it is applied 








A must have. 


Wr are in the era of the 
New Competition — a 
competition not of men or of 
personalities, but of methods. 
The customer is interested in 
but one thing—the ease with 
which he can buy. The success 
of the chain store proves this. 
So with the Flat Rate. Properly 
installed, intelligently sold, tt 
furnishes a method which meets 
the buying habits and tenden- 
cies of the customer and makes 
it easy to buy the maintenance 
and service which every car 
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to that business coordinated to 
other departments and ac- 
tivities, and the intelligence 
with which it sold to the pub- 
lic, by word of mouth and 
through proper publicity. 

Returning to the benefits, 
let me list them as follows, 
with no attempt to present all 
of them—just a few of those 
which are outstanding and 
most apparent: 

First—The Flat Rate has 
benefited the trade because it 
has proved beyond a shadow 
of a doubt that it is possible 
to maintain automobiles on a 
scientific, efficient basis. This 
awakening is probably its 
greatest advantage. It shows 
that the future has great pos- 
sibilities along this line. 

Second—It has made the pay-by-contract method of 
paying mechanics possible. And this, in turn, I regard 
as a great forward step in making possible the final 
public acceptance of the automobile mechanic as a 
skilled mechanic—not as the “grease hound” of the 
early days of the business. I do not say that this re- 
sult has been fully accomplished but that it is forecast 
as a future acomplishment because of the pay-by-con- 
tract idea. 








Guess Work Eliminated 


Third—Flat Rate makes possible the elimination of 
guess work as to the cost, of repairing or conditioning 
used cars for resale. This is more important than you 
may think. 

Fourth—It has reduced shop waste while, at the 
same time, increasing sales volume. With the amount 
to be collected from the customer definitely’ fixed, effici- 
ency has been forced upon shop management. More 
profit has resulted, even when volume has remained 
stationary. As an evidence of this, Frank Tate, Dodge 
Brothers’ distributor at St. Louis, tells me that he has 
reduced the size of his shop parts counter from twelve 
feet to five feet, because of the new system of paying 
mechanics by the job. Think that over for a moment. 
Another shop changed $12,000 annual loss to a $12,000 
annual profit—a differential of $24,000 because of the 
Flat Rate. 

Fifth—It has eliminated “come back work,’”’ where 
handled properly and “come back work” was always a 
contingent liability offsetting shop profits, before the 
Flat Rate came along. 

I shall not continue with a list of benefits, nor include 
any of those which accrue to the customer, when the 
Flat Rate is properly installed and intelligently sold— 
benefits which have to do with lowered maintenance 
costs, prompt payment of bills, elimination of argu- 
ments. 

Those who handle maintenance work—service men, 
shop foremen, mechanics, etc.—are essentially technical 
men, not salesmen. Therefore they have more of the 
technical operating angels than those which have to do 
directly with handling the customer smoothly and in a 
way that will please him. This is the reason, I think, 
that the trade has been more concerned with technical 
matters in connection with the installation and oper- 
ation of the Flat Rate than with selling it to the cus- 
tomers intelligently. 


(Turn to page 44, please) 
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Electrical Data on the LaSalle 


Delco-Remy System Used is Similar to That of Model 314 
Cadillac Circuit Breakers Replace Fuses 
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| oe bit cama masun tne HORN HOUSING INDICATED WITH BROKEN LINES THUS oe = = STORAGE BATTERY 
HE Delco-Remy generating, start- Le es | is opposite the indicator on the flywheel 
ing and lighting system of the Amp. un FE. R.P.M. case. This point is %-in. on the fly- 
La Salle car is similar in many 5 6.9 600 wheel before top dead center. The 
respects to the electrical system of the 14 7.8 1000 manual advance lever must be in the 


model 314 Cadillac. 


The La Salle generator is model 370. 
The direction of rotation is counter- 
(lockwise looking at the commutator 
end. The generator current is regu- 
lated by means of a third brush. Ad- 
justment of this brush is secured by 


The starting motor used is model 349 
and is connected to the engine by means 
of a Bendix drive. The direction of 
rotation is clockwise, looking at the 
commutator end. The starter brush 
tension is 2% to 2% lb. Test data on 
the starter is as follows: 


fully advanced position when making 
this check. The breaker has two sets 
of contact opening at intervals of 45 
deg., corresponding to 90 deg. of crank- 
shaft rotation. The second set of con- 
tact should separate when the flywheel 
mark “IG/A-2-6” is opposite the in- 





removing the commutator cover strap Torque ; Volts Amp. dicator. The firing order is 1L-4R-4L- 
and moving the third brush by hand. 0 Ib. ft. Running free 5 60 2L-3R-3L-2R-1R. The spark plugs 
Shifting the third brush in a counter- 19 Ib. ft. Locked 3 450 used are %-18 S.A.E. and should be 


The ignition system uses coil model 
2195 and distributor model 4016. While 
this distributor is mechanically the 
A clamping screw must be loosened in S@me as the Cadillac distributor it is 
wrder to move this brush by hand, and Ot interchangeable with it. The 
after the desired adjustment is obtained >reaker contact separates .0225 to .0275 
it should be tightened again. nl These — = — of an 

, ; and may be resurfaced on a medium 
Papeete poe : mau ne hard oil stone. The moving arm spring 
volts. This is reached at 1400 to 1600 = shoul we 16 to , _ — 
‘p.m. of the generator armature. The hr ae CHE ee Ny cae 
as Seon: ts St On. 00 on, acs ck coil is 4.8 amp. at 6 volts when the 
tush. This mnauehes ts of Gn te coil and all wiring is cold with the en- 
vis tyne and tees themmenteiie cum gine stopped. The distributor is semi- 
‘tol which protects the generator and = -momegg — . hen rs -~ —- - 
irevents excessive temperature. This ian joe : oa _— ." es 
thermostat is set to open at 175 deg. Se < SF Say Wie 


‘lockwise direction increases the charg- 
ing rate and moving it in the opposite 
direction decreases the charging rate. 


set with a gap of .032 in. 

Two circuit breakers are used in the 
system in place of fuses. One is of the 
vibrating type, and while it requires 25 
amp. to start it vibrating, 10-15 amp. 
will cause it to continue. A _ lock-out 
circuit breaker protects the horn, back- 
ing lamp and signal lamp circuit. A 
current of 25-30 amp. causes this to 
open the circuit. 





$2,075 in Cash 
ORE than two thousand dollars 
will be awarded to the most 
popular and efficient jobber salesmen 
in the nine U. S. A. trading zones. 


‘nd requires no attention. 


begins at 600 r.p.m., reaching the maxi- 
mum advance of 30 deg. at 2800 r.p.m. 


Read the conditions of contest in 
another part of this issue and boost 


Cold Tests of the engine. One set of breaker con- your favorite salesman by clipping 

Amp. Volts R.P.M. tacts begins to separate as piston No.1 the voting coupon and sending it 

6 7.8 600 is on compression stroke, and open promptly to the contest editor of 
16 8.0 1000 when the flywheel mark “IG/A-1-5” in. Motor World Wholesale. 
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Lot Vext to Good Hotel Loors Like 
Storage Garage Location 


WE are planning to build a 50 x 142 
ft. garage with a filling station 
across the corner on a 110 x 142 ft. sta- 
tion across the corner with an office 
and display room for tires, etc., right 
back of it, also a battery station, wash 
rack, shop, Curtis or Larkin-Thuro lift, 
a pit or rack for greasing cars, and 
Interstate or Cowdrey brake testing 
machine, overhead track and chain fall, 
1000 sq. ft. basement for storing tires 
plus space for heating plant, all located 
to the best advantage. 

How much storage space would be 
lost to put the rear door across the 
corner instead of in the middle of 
the rear wall? How large should the 
filling station be? How wide should 
the driveways be? What part of the 
basement should the heating plant be 
located, in the rear or in the front 
where the night man could have quick 
and easy access to it from the office 
and filling station, so he wouldn’t be 
away very long? Which is the best 
for greasing, a lift, pit or rack? 

We are enclosing a rough sketch 
showing our location, etc., and any as- 
sistance you can give us will be greatly 
appreciated.—Central Auto & Machine 
Works, 521 West Central Ave., Al- 
buquerque, N. M. 


F your building were to be 60 ft. 

wide instead of 50 ft., or if it could 
be extended to 55 or 58 ft., the slight 
increase would make a much better 
arrangement possible. Service work 
with a bench requires a space 20 ft. 
wide for medium-sized cars and with 
the bench along the street side and the 
cars facing the bench, a 20-ft. aisle 
could be maintained and still leave 15 
ft. for storage on the other side if the 
building were 57 ft. wide. With only 
50 ft., however, the aisle would be too 
narrow to handle cars with any degree 


By Tom Wilder 
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of safety. By placing the benches be- 
tween the cars as shown on the pencil 
tracing which we are mailing you, a 
slight gain in storage capacity could be 
made but it would be so slight as to be 
hardly worth while and we would not 
consider the arrangement quite so good 
as the one shown, although it has its 
advantages. | 

What you should do is use your other 
50-ft. lot for a storage garage. With 
your location next to the hotel, unless 
there is another garage handy, you 
should be able to do a good business in 
storage. 

With our arrangement there would 
be no object in a corner entrance, but 
if you were using the space for storage 
two spaces, it will be apparent to 
you, would be sacrificed. 

The filling station we have shown is 
ample for all ordinary purposes but 
it could be a little longer with good 
results. 

The location of the heating plant is 
unimportant as regards the plant and 
its operation. Your ideas concerning 
the night man are exceedingly , well 
thought out and there is no question 
but that they decide the matter. 

We would be in favor of a pit ora 
lift for greasing, but a rack with in- 
cline is out of the question because of 
the space consumed by the incline. A 
lift would be more expensive in first 
cost but would probably save labor and 
be an economy in the long run, if 
power for operation were not too much 
of a factor. 





Readers of Motor Age are reminded 
that the facilities of this architectural 
department are at their disposal any 
time they are confronted with problems 
of a building nature. This is expert 
service, guided by the most efficient 
automotive practices. 





Federal Truck Adds Three New Six-Cylinder Models 


HREE new six-cylinder models have just been an- 
nounced by the Federal Truck Co. 
a 1-ton, double-gear truck, a 2-ton worm-drive job and a 
Prices on these have not been 
Officials of the Federal company state that 
the prices will represent the lowest ever set by their 


2-ton bevel gear model. 
announced. 


organization on six-cylinder trucks. 


One of the interesting features of the design of these 
three models is complete interchangeability of engine, 
as either a Continental six-cylinder or the Waukesha 
four-cylinder can be used. These engines are all carried 


on three-point suspension. 


These include 


One of the models known as the Scout Six has a wheel- 
base of 124 in. and a capacity of 1 ton. 
space of 91 in. is provided in back of the seat. At addi- 
tional cost a 12 in. increase in wheelbase is available. 

Standard wheelbase of the 2-ton models, which differ 
mainly in the type of rear axle drive used, is 143 in., 


The loading 


which gives a loading space of 119 in. in back of the cab. 


Special wheelbases of 155 in., 168 and 180 in. are also 
available at extra cost, while a tractor model with a 182 
in. wheelbase is likewise offered. 

The standard gear ratio of the 1-ton truck is 4 5/9 


to 1, while both of the 2-ton models have a 6 to 1 ratio. 


eel- 
ling 
ddi- 
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Popularity Contest 
for WF holesale Satesmen 


ey? 


Help Your Favorite to Win a Part of the Big Prize Award | 
to be Divided Among 27 of the Automotive Industry’s 
Most Efficient and Popular Wholesale Salesmen 


N the Motor World Wholesale contest for popular 
| salesmen every ballot cast will be a boost for that 

worth-while man who regularly calls upon you in 
the interest of his jobber employer. 

Every retailer—dealer, garage owner and service 
station proprietor—is entitled to vote. Voting cou- 
pons are in all issues of Motor Age, Automobile Trade 
Journal, Commercial Car Journal and Chilton Cata- 
log and Directory, beginning June 30 and ending Oct. 
6, 1927. 


Each of the nine trading zones in the U. S. will have 
its separate contests. 

The three most popular and efficient salesmen in 
each zone will receive cash prizes of $100.00, $50.00 and 
$25.00, in accordance with the number of votes awarded 
them. 

And there will be a master prize of an additional 
$500.00 to the zone first prize winner who receives the 
most votes of any wholesale salesman in any of the 
nine zones. Hence this lucky man will win $600 in 
cash. | 
'.In event of tie: vote in any zone, or for the master 
prize, the tieing candidates will receive maximum 
prizes to which their votes entitle them. 

Use’ the coupon on this page. Fill it in and send it 
promptly to the Contest Editor of Motor World Whole- 
sale. * . 

HERE ARE THE ZONES: 
NEW ENGLAND: Maine, New Hampshire, Vermont, 

Rhode Island, Massachusetts, Connecticut. 

MIDDLE ATLANTIC: New York, New Jersey, Penn- 

Sylvania. * ° 


SOUTH ATLANTIC: Delaware, Maryland, District of 
Columbia, Virginia, West Virginia, North Carolina, 
South Carolina, Georgia, Florida. 


EAST NORTH CENTRAL: Ohio, Indiana, Illinois, 
Michigan, Wisconsin. 


EAST SOUTH CENTRAL: Kentucky, Tennessee, Ala- 
bama, Mississippi. 

WEST NORTH CENTRAL: Minnesota, Iowa, Miss- 
ouri, North Dakota, South Dakota, Nebraska, Kansas. 

WEST SOUTH CENTRAL: Arkansas, Louisiana, Ok- 
lahoma, Texas. | 

MOUNTAIN: Montana, Idaho, Wyoming, Colorado, 
New Mexico, Arizona, Utah, Nevada. 


PACIFIC: Washington, Oregon, California. 


—Use This Coupon— 








MOTOR WORLD WHOLESALE 
Popularity Contest for Wholesale 


Salesmen 
Contest Editor 


Motor World Wholesale 
Chestnut and 56th Sts., Philadelphia 


In the wholesale automotive salesmen’s popularity 
and efficiency contest I vote for: 


Name of salesman 


CCR REE EEE EEE EEE EEE EERE EET EEE HTT SHES HEHE EEE TET ESS 


Name of his firm 


eee eee ee eee eee eee eee eee ee ee eee eee eee ee eee eee eee eee eee eee eee eee eS 


His firm’s address 


oe eee eee eee eee eee eee eee eee eee ee eee eee eee eee ee eee eee 


Your signature 


Oe eee eee eee eee eee eee eee ee eee eee eee eee eee ee eee eee eee eee eee eee eee 


Your firm name 


Soe eee eee eee ee eee eee eee eee ee eee eee eee eee eee eee eee eee eee eee eee eee eee | 


Address 


COCR ERROR HEE EEE EEE EERO EEE EERO OEE Hoe ee 


M. A., July 21—This ballot is for ONE vote. 
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WHAT ARE THE BENEFITS OF FLAT RATE 





During the past three years I have crossed the United 
States by automobile three times. Naturally, 1 have 
had occasion to drive into many shops in widely scat- 
tered sections from the Atlantic to the Pacific. I find 
that some of the best of them content themselves with 
posting a list of the Flat Rate operations in the service 
station—perhaps one furnished by the factory. But 
the methods of receiving me—the customer, the man- 
ner of taking my order, the lack of explaining and sell- 
ing me on the method, the way in which I am billed— 
all these have changed very little in the past five years. 

As a result, the average automobile owner knows 
very little about the Flat Rate. He still carries the 
idea that the repair shop is organized to “gyp” him, that 
the mechanic loafs on his job, that his bill is too high. 
In other words, the original reason for the Flat Rate 
has been largely overlooked—its possible advantages 
have not fully accrued to those who use it. There are 
exceptions to this, of course—a great many exceptions. 
The rule is, however, as stated, I think. 

Before the Flat Rate can ever become universal 
in the trade, there must be considerable right thinking 
on the part of you gentlemen who control the situation. 


Half Measures Will Not Do 


In the first place you must reach the absolute con- 
viction that half measures will not do—that the entire 
service or maintenance part of the car dealer’s business 
must be handled on the Flat Rate basis. There should 
be no “per-hour” thought in the entire service scheme 
of things. Leave the “per-hour” as a basis of calcu- 
lation for accountants, if you want to, but eliminate it 
from transactions with the customer or the mechanic. 

Everything that is done to an automobile, from 
putting water in the battery, a simple adjustment of the 
carburetor to a complete rebuilding—whether it be a 
new car for its first inspection or a wreck which has 
been towed in—can be done on the Flat Rate basis. 

Until you eliminate the “per-hour” thought entirely 
you will never reach the ideal of automotive service. 
Whether it takes ten minutes or ten hours to repair 
something has absolutely nothing to do with the charge 
to the customer—fundamentally. The customer’s 
charge must be based upon cost, plus overhead, plus 
profit, with reasonable efficiency of operation and equip- 
ment recognized as due the customer who pays the bill. 

The dentist who charged me $16 after I had been in 
his chair a total of two hours has eliminated the “per- 
hour” idea. He could not haye sold me on paying his 
bill at the rate of $8 per hour. 

We have built up the idea in the customer’s mind that 
he shall pay so much per hour. This must be changed. 
He must understand that he pays by the job—a contract, 
whereby he is furnished with an exact estimate of the 
cost, gives his “go-ahead” and is billed accordingly. 
If he objects to the estimate, the shop must be able to 
sell the basic policy and justify costs and overheads. 

Not until you gentlemen accept the fundamental 
thought that repair departments are entitled to make 
money, will you ever fully solve the problem of service 
as far as customer satisfaction is concerned, because 
you will always fear the sale of a price (for a repair 
job) sufficient to cover costs, overheads and profits. 

Some more right thinking has to do with the char- 
acter of your dealers’ businesses. Through the years 
you have been pleased to consider them as exclusive 
dealers, perhaps, in your own make of cars. As a matter 


(Continued from page 40) 





of fact there are no exclusive dealers. Every dealer 
handles all makes of cars. Some—a great minority 
when the entire trade is considered—handle only one 
line of new cars. But practically all handle all makes 
of used cars and work on them in their shops. 

Thus, you have furnished Flat Rate schedules for 
your own make of cars. Assuming that the dealer 
adopted this schedule 100 per cent he must still work 
on all the other makes of cars on a per-hour basis. This 
interferes with 100 per cent Flat Work and with 100 
per cent pay-by-contract. 

Perhaps you think you are not interested in other 
makes. That is where some right thinking is necessary. 
Thought must precede an idea and an idea must precede 
execution. So long as you think of your dealer as ex- 
clusively a dealer in your own make, just so long will 
the universal adoption of the Flat Rate be retarded. 

What I am leading to is this: There should be some 
really intelligent action within the trade in connection 
with better methods of shop practice. 

I think the past history of the Flat Rate has served 
to prove that as a shop method it is both feasible and 
practical. I include the payment of mechanics on the 
contract basis. We are not so much interested in what 
has gone before as what can come in the future, as a 
result of the experience during the past five years with 
these new methods. 

The test is always as to whether a method fits tne 
buying tendencies and habits of the customer who pays 
the bill. That was the thought that gave birth to the 
Flat Rate. Time has proven it, to that extent, at least. 

Now, what of the future? 

If the Flat Rate is good—if the service end of our 
business is important to new car sales (and I think no 
one disputes these things now-a-days )-——then it logically 
follows that a great impetus can be given to this im- 
portant end of the business by some broad-minded 
action upon the part of the entire trade, having for its 
purpose the universal adoption of the Flat Rate and the 
contract method of paying mechanics. 








Front compartment of leather upholstered Studebaker cus- 
tom sedan listing at $1,335 
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4 New Accessories and Devices € 





Display Case 
HIS new steel case manufactured 
by the Lyon Metallic Mfg. Co., 
Aurora, Ill., makes a compelling dis- 
play. 


The beautifully grained natural 

















walnut, mahogany and oak exterior 
finishes stand out as strikingly against 
the clean white interiors as do the ac- 
cessories inside. It is also offered in 
white outside and inside, gray outside 
and inside, or olive green outside and 
white inside. The doors can be locked. 
Lights can easily be installed in the 
counter by a local electrician. 





Ajax Growler 


HIS device, known as Ajax Growler, 

No. A-1, is manufactured by the 
Ajax Electric Co., Kalamazoo, Mich. It 
is a complete | 
and powerful 
instrument 
which quickly 
locates shorts, 
open and 
grounds in 
both — starting 
motor and gen- 
erator arma- 
tures. It is 
properly designed and of excellent con- 
struction, yet low in price. 

Equipment consists of an extension 
cord, indicating switch, hack saw blade 
and the entire growler is mounted on 
a hardwood base. Shipping weight is 
11 lb. List price, complete, as shown 
in the illustration, is $8.50. 


S. & M. Oval-Lite 


‘Tas light, manufactured by the S. 
& M. Lamp Co., Los Angeles, Cal., 
is designed to be mounted as shown 
in the illustra- 
tion. It has a 
spread of 100 
ft. wide at a 
distance of 75 
ft. from the 
car. The beam 
is produced by 
a specially de- 
signed __ reflec- 
tor, patented 
by the S. & M. Lamp Co., and is dis- 
































tributed by a scientifically correct lens 
without any loss of power. 

The lamp is solidly constructed to 
withstand long usage. 





Eureka Tire Spreader 
T= Eureka Tire Spreader is simple, 

easy to operate, strongly made and 
low in price. 

This article, manufactured by the 
Shapiro Mfg. | 
Co. of Phila- 
delphia, is a 
most effective 
instrument for 
thorough '_ ex- 
amination and 
repair of tire 





casings. One 
operation 
spreads the 


casing, making 
it possible to 
inspect the tire 
by sliding the 
spreader from one position to another 
without removing it from the casing. 

The best strip steel, rust-proofed to 
prolong its life, is used in the construc- 
tion of this stool, which is available in 
two sizes, No. 1 Universal, for small 
size tires (both balloon and regular) 
listing at $1.50; and No. 2 Super-Duty, 
for larger sizes, listing at $3.50. 

















Universal Rim Wrench 

HE Husky Wrench Co., Milwaukee, 

has added to its line a new heavy- 
duty tire wrench for garages and tire 
shops. This wrench has a revolving 
socket head with four sockets—% in., 
11/16 in., % in. and % in. hex, to take 
care of rim nuts on all vehicles. 

The wrench head is drop-forged from 
high carbon steel. Hexagon openings 
are broached exactly 1/64 in. oversize 
and are heat-treated. The handle of 





the wrench is made of 9/16 in. hard 
carbon steel for hard usage. It will 
neither break nor bend. Full size 
Hexagon swivel handles give a perfect 
grip, and there is a center grip to in- 
crease the speed. Finish is nickel plate. 
Socket head can be replaced if worn out 
or broken, merely on application to the 
factory. 

A feature of this wrench is the fact 
that a 300 per cent increase of leverage 
may be had without removing the 
wrench from the nut, by turning the 
handle at a right angle to the socket. 


Radi-O-Lite 
‘Ss light is designed to be mounted 
ahead of the radiator. It has a 
flexible shaft connecting to the instru- 
ment board with a controlling knob, 








mounted within easy reach of the 
driver. It may be turned in any direc- 
tion for reading street signs, house 
numbers, and is invaluable when ap- 
proaching or passing through detours. 
The rays fall close in front for city 
driving and may be set to make night 
driving on country roads convenient. 

The ease with which the light may 
be turned in any direction either side- 
wise or up and down, merely by a touch 
of the finger, is a feature of its con- 
struction. 

It is strongly made to last and is 
finished in enduring materials. 

The lamp and its controlling mechan- 
ism is a self-contained weather-proof 
unit. The reflector is scientifically cor- 
rect in construction and is thoroughly 
sealed in order to keep it clean and 
brilliant. Switch and electrical fittings 
are of the best design and quality. 


Red Imp Gun 


“THE dual valve of the Quest Red Imp 
Gum gives the operator control of 
both water and air in heavy pressure 
washing. The valve is opened by the 
operator pressing a lever handle on the 
grip of the gun, the supply being auto- 
matically cut off by the release of the 
operator’s grip. Two thumb screws 
make adjustment a simple matter. 
The syphon ejecting head is so de- 
signed as to make a high powered mix- 
ture of air and water possible at the 
point of distribution. This powerful 
syphon will eject solution from an open 
tank, enabling the operator to use a 


Saat i 


soap solution for cleaning cars and 
scrubbing floors, etc.; or a strong, hot 
alkali solution to strip paint or lubri- 
cant from motor parts in garage re- 
pair work and machinery cleaning. 
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Questions and Answers on Dealers’ Problems 











Flint Rear Axle and Oiling 
Problems 


At 25 milles an hour the oil pressure gage 
on a 1924, Model 55 Flint car, reads 10. Is 
this enough? and if not, how can the pressure 
be raised? Charles L. Carroll, 4741 North- 
land Ave., St. Louis, Mo. 


Ot pressure depends on a number 
of things, such as the body of the 
oil and the fit of the different parts, 
and also on the heat of the engine. 
An indication of 10 lb. shows that the 
oil is circulating. If your bearings are 
loose, the oil circulates faster and you 
still have ample lubrication but your 
pressure reading is lower. A reading 
of 10 lb. is sufficient in your case. 

Can the pinion on this model be adjusted 
without taking down the entire rear end? 
Yes, the pinion can be adjusted by 

adding or removing shims at the back 
of the pinion bearing housing accord- 
ing to whether the pinion should be 
moved out or moved deeper into mesh. 





Stock Car Races May Settle 
This 
Will you please give us the following in- 
formation. Engine speed in r.p.m. of the 1927 
Oldsmobile Six, 1927 Standard Buick Six and 


1927 Master Buick Six. A. B. Fiedler, Trem- 
pealeau, Wis. 


WE are very sorry that the fac- 
tories do not supply the maximum 
speed of their different engines. Also, 
due to the many variables entering into 
the maximum speed that a car can de- 
velop on the road, we are unable to 
say just which of these cars is the 
fastest. The increase in popularity of 
stock car racing may settle these ques- 
tions eventually, however. 

At the present time we would sug- 
gest that you make use of the specifica- 
tions table which is a regular feature 
of each issue of Motor AGE. Here you 
can find the tire size and gear ratio of 
all of the American made cars that are 
distributed on a national basis. From 
that, you can get some interesting com- 
parative data regarding the number of 
engine r.p.m.’s turned up by any car at 
any particular speed. To do that, first 
take the tire size, that is, the tire diam- 
eter, and multiply that by 3.1416. That 
will give the total distance traveled in 
one revolution of the rear wheel. If 
this was figured out in inches, convert 
it to feet and divide it into 5280 ft., 
which equals one mile. This will give 
the number of rear wheel revolutions 
in one mile. Then, referring to the in- 
formation on rear axles, look up the 
gear ratio of the car and multiply the 
number of wheel revolutions per mile 
by the gear ratio, which will give the 
number of engine revolutions turned in 
making the car go one mile. 


If the car is running at 60 miles an 
hour this would be a mile a minute or 
the number of revolutions in the mile 
would then be the number of r.p.m.’s. 
the number of r.p.m.’s would be just 
If the car is running 30 miles an hour, 
half that, and so on for any speed at 
which you wish to compare engine 
r.p.m.’s. 


ee 


Another Shimmy Problem 
Disposed Of 


I am having trouble with a 1926 Oakland 
sedan that came into the shop recently. This 
car has been driven about 7000 miles and the 
wheels shimmy until it is almost impossible 
to drive it. I have checked the alignment of 
the wheels and have also tried using wedges 
with the thick side toward the back of the car 
and placed between the front axle and springs, 
but this doesn’t do much good. The steering 
gear is tight and in good condition. Marion 
Burkhart, 1208 W. Ninth St., Coffeyville, Kan. 


HILE you say that you have ad- 

justed the front system correctly, 
we would suggest that you check up 
according to the illustration shown 
here. In this figure the dimension “B” 
should be 3/16 in. less than the dimen- 
sion at “A.” While this figure shows 
the dimensions taken on the inside of 
the tire, another good way of doing this 
work is to jack up the front of the car 
and spin the wheels. While the wheels 
are spinning, hold a piece of chalk 
against the center of the tread. This 
will make a straight streak around the 
tire. Then drop the car from the jack 
and measure, as at “A” and “B,” except 
that the measurement will be from the 
center of the tread on one tire to the 
center of the tread on the other tire. 
This is a very exact method of checking 
the toe-in. 

We would suggest that you check the 
wheels for pitch or camber by means 
of a carpenter’s square or regular wheel 
aligning gage. The latter is to be pre- 
ferred but, in its absence, you can get 
by with a carpenter’s square. The 
whee:s should incline out a total of 
1 3/16 in. as shown in the illustration. 
Both front wheels should be the same 
on this figure. 


A 








The matter of caster is quite impor- 
tant, though the king-pins on this car 
incline only one degree toward the rear. 
However, it may be that the front 
springs have been excessively lubricated 
or have broken or weak leaves, which 
would permit them to sag and thus re- 
verse the caster effect. Another pos- 
sibility is that the wheels are slightly 
out of balance. This condition would 
only affect the car at high speed, that 
is, at speeds of 35 miles an hour or 
more. To check for this condition jack 
the front end of the car up so that the 
wheels are out of contact with the road. 
See that the front bearings are clean 
and so carefully adjust it that there is 
no appreciable shake to them but, at 
the same time, there should be abso- 
lutely no binding. If, in this position 
with the brakes so that they are not 
dragging, the wheels have any inclina- 
tion to settle, balance weight must be 
secured at the rims until the wheels 
have no settling inclination. 

Another possible cause of shimmying 
which is not very likely is that one 
brake is dragging and thus upsetting 
the rolling resistance of the front 
wheels. Of course unequally inflated 
front tires will cause uneven rolling 
resistance with the road, which may 
also tend to cause shimmying. 





Have You Met This One? 


I have a customer with a Flint touring car 
whose oil pump seems to be giving trouble. 
The car runs perfectly in every way and at 
from 20 to 30 miles an hour will show a pres- 
sure of 25 to 30 lb., but at 40 miles an hour it 
drops back to 20 Ib. and the faster you go the 
weaker it gets. There doesn’t seem to be any 
leak in the line and the bearings have just 
been taken up. The owner claims that this 
has always acted this way. What can be caus- 
ing this trouble. G. H. Hall Garage, Marion, 
Ind. 


WE must frankly admit that this 
is a puzzler to us unless you have 
an air leak in the oil pump and the 
pump is not completely covered with oil. 

We shall be pleased to hear the sug- 
gestions of Motor AGE readers on this 
problem, and hope that some of them 
can help you out. 
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Performance Depends on 
Ring Installation 


We have been having considerable argument 
about piston rings and wonder if you could 
clear up some points for us. It seems that 
on a great’ many high compression engines, 
after installing new rings and grinding valves, 
that the cars do not perform as well as be- 
fore. Some of the mechanics are laying this 
trouble to the rings not having enough ten- 
sion. Now what we would like to know is 
the advantages, disadvantages, results as to 
cylinder wear, etc., of rings with strong and 
weak tension and of hard and soft rings, 
actual laboratory reports preferred. What 
type of rings (names if possible) should be 
used in replacing rings in the present day, 
small bore, high compression engine ?—Bal- 
lard Auto Repair Shop, Brawley, Calif. 

E do not believe that the com- 

plaint is due to poor rings so 
much as expecting rings to do a job 
for which they are not designed. What 
we mean is that all too frequently an 
engine that needs to be reground or to 
have its cylinder bores honed and over- 
size pistons fitted is sent out of the 
shop with a valve grind and ring re- 
placement job. Naturally, no ring is 
going to give satisfaction under such 
circumstances. 

In selecting rings it is of great im- 
portance to order rings that are of 
proper diameter for the cylinders to be 
fitted. We have frequently seen me- 
chanics who would take a ring that is, 
let us say, suitable for a .010 oversize 
cylinder, and by considerable filing, 
cause the ring to fit the wall after a 
fashion. The ring so filed will not be 
round and, as a consequence, will not 
make good contact with the wall. It 
will, in addition, have excessive wall 
pressure in some places and will result 
in uneven wearing of the wall. It is 
easy to see that rings that are consid- 
erably harder than the cylinder walls 
will cause considerable wall wear. It 
is common practice among the well 
known piston ring manufacturers to 
use cast iron for their rings. Cylinder 
blocks being of the same or slightly 
harder material, the wear on the blocks 
is not so great as would be the case if 
harder rings were used. The ring 
manufacturers determine the amount 
of tension the ring should have and all 
you can do with regard to ring tension 
is to select a ring that is made by a 
manufacturer of high standing. 

You will appreciate that with so 
many good makes of rings on the 
market it would be impossible for us 
to recommend any specific brand, as 
it is quite likely that we would overlook 
some worthy manufacturer. 


Sticking Valves Burn Up 


I would like to know why the valves on my 
1926 six-cylinder Packard burn out at frequent 
intervals and why they stick so tightly that 
they can hardly be removed. The carburetor is 
set a little rich, the clearance is perfect, yet 
these valves will burn out at the rate of one 
every 500 miles. I have removed the oil recti- 
fier, but this does not seem to make any dif- 
ference. Harry E. Commons, Freeport, IIII. 











SHOP KINKS 
Ideas that have proved useful 


N removing a spring perch 

from a Ford axle I jack up 
the axle and put an anvil un- 
der the spring perch, the nut 
being removed. The _ wheel 
should clear the floor a couple 
of inches. Striking the axle 
next to the spring perch with 
a sledge hammer will quickly 
remove the perch—A._  S. 
Steensland, Lake Andres, S. D. 























Readers of Moror AGE are invited 
to submit ideas that they have 
feund useful in doing some particu- 
lar service job in the shop in a 
better or quicker way. For each 
one published $2.00 will be paid. 
Whenever possible the idea should 
be accompanied by a sketch or 
diagram from which a drawing can 


be made. 




















r is apparent that your two problems 
of valve sticking and burning are 
connected. We would suggest that you 
remove all valves and polish out the 
valve guides with a special wire brush 
type of valve guide cleaner that is 
driven by a %4-in. electric drill. Then 
have all of the valves refaced at 45 
deg. on a regular valve refacing ma- 
chine. While this is being done watch 
carefully for sprung or bent valve 
stems. Then, reseat the block with a 
45 deg. reamer until no pits show in 
the seat and then narrow down the 
seat by using a 15 deg. and 70 deg. 
reamer until the seat is 1/16-in. wide. 
The valves should drop freely into place 
with their own weight. A light lap- 
ping in of the valves will then make 
a gas tight joint. Of course, the valve 
stems should be carefully polished off 
and any carbon accumulation on the 
under side of the valve head should be 
removed. It would also be well to check 
the strength of the valve springs 
against a new valve spring and if it 
is found that your old springs are 
weak or short, they should all be re- 
placed. Burning of valves on this model 
is not common and we, therefore, feel 


that a valve grinding job done in ac- 
cordance with the foregoing instruc- 
tions, will permanently cure your 
trouble. The oil rectifier has no con- 
nection with valves burning out and 
we would suggest that you connect the 
rectifier up again. 





Engine, Clutch, Transmission 
Need Service 


A four-cylinder Essex 1923 model had new 
clutch plates installed and since then the clutch 
dragged causing clashing of gears when shifting 
from neutral to low. The car has been driven 
over 1000 miles since this work was done, and 
the condition has improved slightly, but is still 
bad. Roy’s Garage, 1548 Thirteenth Street, 
Milwaukee, Wis. 
]* is possible that you installed a set 

of clutch plates that have corks that 
have not been properly trimmed off and 
which as a consequence, leave insuffi- 
cient clearance between the plates 
which results in dragging. Slipping 
the clutch a bit may help. 

Another possibility which you can 
easily check up on, is that too heavy a 
clutch oil was used. You will probably 
find that a 50-50 mixture of kerosene 
and light engine oil, will prove satis- 
factory. We would recommend that 
you try flushing out the clutch with 
kerosene and then drain the old kero- 
sene and dirt out and refill with the 
suggested mixture. 

The transmission main shaft also has exces- 
sive end play and causes the gears to slip out 
of mesh occasionally. 

It would be well to tear this down and 
eliminate the end play before damage 
is done to the gears by slipping out 
of mesh. 

This same car has a very sharp knock at 
30 miles an hour. The rods and main are 
tight. This knock is more noticeable at speeds 
above 30 miles an hour, and at speeds below 
that it entirely disappears. What do you sup- 
pose this can be, as I expect the car in in a 
few days to have this looked into? 

This knock sounds to us very much 
as though your pistons were loose, 
though of course, it is impossible to 
say definitely that this is the case. 
Aluminum-alloy pistons of the split- 
skirt type were standard equipment in 
this model and it is quite likely that 
they need replacing. When doing this 
work, we would suggest that you test 
the cylinder walls with a dial gage, 
or micrometer, and if the walls have 
any ridges, or if they are out of round 
more than .002 or .003, or tapered by 
that amount, we would recommend that 
you hone or grind them to remove these 
irregularities. 


Needs New Core-Plug 


Please tell me what the slight knocking 
or slapping noise is in the engines of the 
Model 70 Willys-Knight cars. The noise I 
refer to is only noticeable when the car is 
standing still and the engine is idling. I 
have noticed this in a number of these models 
but am not certain what it is. Also, please 
give me information on how to stop the oil 
leak in the back main bearing on this car. 
—Carl Schenk, 1117 Concert St., Keokuk, 


Iowa. 
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HE slight slapping sound that you 

refer to is probably due to either a 
sticking junk ring, or else to the pis- 
tons passing the ports. It is quite 
likely that this sound will entirely dis- 
appear of its own accord as the engine 
wears in. If you will examine the 
illustration that we are showing you 
will probably get an idea of where the 
oil is coming from at the rear main 
bearing. We greatly doubt if it is 
actually coming from the bearing, but 
feel certain that it is coming from the 
core-plug at the end of the sleeve shaft 
which, in the illustration, appears to 
be immediately over the rear main 
bearing. This trouble has developed 
on a number fo these cars and we would 
suggest that you either tighten the old 
plug by hitting it a sharp tap in the 
center with a hammer, or else install 
a new plug in the same manner. 





Cocked Head Causes Knock. 


A 1923 Willys-Knight four-cylinder car had 
the sleeves reground, new piston assembly and 
new sleeve connecting links and pins’ installed, 
and still it has a peculiar, uncertain knock 
which, at times, is quite loud. The knock can 
be shorted out and it sounds to be in the 
upper end of No. 3 cylinder. 

What do you think is the cause and can you 
suggest a remedy? This car is coming into 
our shop soon and has run 1000 miles since it 
was overhauled, and we would like to have 
your comments before going at this job. Coli- 
seum Garage, 2700 First Ave., Hibbing, Minn. 


WE are at a loss to know what you 
mean by “regrinding” your sleeves 
—unless you mean merely to grind off 
a shoulder which sometimes forms at 
the end. Obviously to regrind the in- 
side and outside of both sleeves would 
produce excessive looseness. If your 
trouble is not due to a wrist pin, and 
you will know from the work you did 
when you had the engine disassembled 
whether this is a possibility or not, the 
only remaining cause of the trouble 
would be a cocked cylinder head. By 
this we mean that one nut on the cylin- 
der head has been drawn down tight 
before the others were pulled down with 
the result that the head has taken a 
slight set which, in turn, has affected 
the junk ring and the outer sleeve is 
binding against the junk ring. 





Installing Cadillac . ‘ons 
I would like to know just how yo.  .: the 
rods back in the Model 314 Cadillac. that is, 


what position does the piston pin lock take and 
to what side does the long side of the piston 
pin boss go. Does this differ from the ‘63” 
construction and in what way? H. D. Will- 
iams, Poncia City, Okla. 
6 ew pistons and rods are so assem- 
bled in the Cadillac engine that the 
long piston boss is toward the nearest 
main bearing. That is, the long piston 
boss in No. 1 piston would be headed 
toward the front main bearing and the 
long piston boss in the No. 8 piston 
would be pointed toward the rear main 
bearing, etc. 


A Puzzle That is Very 
Easily Solved 


I have a Buick at the shop I am working 
in that has a knock similar to a push rod 
roller. We ground the valves, checked the 
valve clearance, installed new rollers and 
pins in the push-rod assembly. We also ex- 
amined all wrist pins and pistons and they 
are O. K. We installed new timing gears 
which took out a clattering noise, but still 
there is this distinct clicking knock. It 
seems that the sound is on the camshaft near 
No. 4 or No. 5 cylinders. We examined all 
cam bearings, took up the main and connecting 
rods which, however, were not very loose. 
This engine has only run 10,000 miles and 
the knock has gradually developed. 

We only have a small garage, but have 
learned that some of the larger garages in 
this part of the northwest, have also failed 
to determine what causes this peculiar knock. 
This knock is most noticeable when the motor 
idles slowly, but also knocks faster accord- 
ing to the speed of the engine. The crank- 
shaft has 1/64 in. end play. Could this be 
causing the knock? It always sounds to me 
as though the rollers on each of the cam- 
shafts were making the noise, but as we re- 
newed all of them and rechecked them for 
being true, and easy rolling, this does not 
seem possible. If the guides that hold these 
pushrods are worn over .003 in. would this 
cause a knock? 

We have five or six Buicks around here 
and they all have the same knock. Most of 
the owners think it will cost too much to 
take this knock out at some of the large 
factory branches, so they just continue to 
run them as they are. In another Buick 
engine which has the same knock, we in- 
stalled new timing gears, a new bronze gear 
that drives the oil pump and runs against the 
camshaft; and we also took up the connect- 
ing rods and main bearings, ground the 
valves, checked all alignment of connecting 
rods and examined all wrist pins and rings, 
but still when we started up the engine the 
same knock was there. We also checked the 
ignition and valve timing, which is O. K. 
This engine also had 1/16 in. end play in the 
crankshaft. Using a sounding rod the knock 
seems to be loudest near the water pump 
housing, so we disconnected the water pump 
and still the knock remains. We were very 
careful in installing the timing gears not to 
burr any of the teeth. These engines all 
seem to be very quiet when they are new, 
but after about 10,000 to 12,000 miles they 
develop this knock and become rather noisy. 
Anything that you can suggest will be greatly 
appreciated. Washington Serviceman. 


W E are quite certain that the knock 
which you refer to is caused by a 
weak push rod return spring. We have 
run into this difficulty before, just as you 
have described it and the trouble was 
easily and economically overcome by 
installing new push rod return springs. 
This would not be an expensive thing 
for the owners to have done in your 
garage, or in fact in the large factory 
service stations, and would make the 
use of their cars much more: enjoyable. 


Causes of Jerking 


We have a Model 50 Chrysler that pulls 
fine and has good speed, but at times will jerk 
badly. This jerking is most likely to develop 
when the car is running along between 10 
and 15 miles an hour. We installed new rings, 
ground the valves, cleaned the carburetor, 


checked the points, changed the spark plug 
wires and tested the plugs. What can be caus- 
ing the trouble?—Ohio Subscriber 


WE. would suggest that you look 
at the ignition breaker points and 
see that the spring that operates the 
moving point is in good condition and 
that the points meet squarely. The 
surfaces should be clean and free of 
pits. If you have a weak coil or con- 
denser you can probably detect it by 
removing the high-tension wire from 
one plug while the engine is running 
and holding it about % to 3/16 in. away 
from the engine. If the spark jumps 
irregularly, the trouble is at the point, 
but if the spark refuses to jump a 3/16 
in. air gap, it is quite likely that the 
condenser or coil is weak and it will 
be worth your while to try a new one. 
We assume from the work that you 
have done that the compression is uni- 
form in all cylinders. However, if it 
varies more than 3 lb. in any cylinder 
you should check the valves or piston 
and ring fit as required, and thus ob- 
tain uniform compression. 





Paying Race Drivers 

In line with your recent suggestion I have 
given up the idea of becoming a dirt track 
racing driver. This is because of difficulty I 
have in hearing. I will hire a friend of mine 
to pilot my racing car for me at dirt track 
meets. Will you please tell me how I should 
pay him for this service? What protection 
can I get in the way of insurance to cover me 
in the event he meets with a fatal accident. 
Also, please tell me how to join the local dirt 
track racing club. William Hershal Keesee, 
1571 Sonome Ave., Long Beach, Calif. 


TT amount that you pay your 
driver will have to be settled be- 
tween yourselves. There is no fixed 
figure for this service. However, we 
know of many drivers who receive $50 
a week and 10 per cent of all prize 
earnings, and mechanics who receive 
$25 a week and 10 per cent of earnings. 
In addition to this, some race car own- 
ers pay the expenses of the men when 
away from home. Just how you 
will wish to work this out with your 
driver depends upon the number of 
events you enter, your likelihood of 
winning and many other factors which 
only you and he can go into. 

Before a driver enters a race, he 
signs a paper relieving the management 
of the track of any responsibility in 
the event that he meets with an acci- 
dent. With regard to your own pro- 
tection we would suggest that you take 
out insurance on him. Almost any of 
your local insurance companies can ad- 
vise you on this. Of course, the pre- 
mium will be very high and the insur- 
ance, as a rule, is taken out only for 
the duration of the event in which he 
is to enter. It would also be well for 
you to consult an attorney and have 
him suggest a form for the driver to 
sign, relieving you of all responsibility 
in connection with his dangerous work. 

Watch for the posters or notices of 
dirt track races and then attend. 
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: Answers to Electrical Questions : 





Changing a Racer to a 
Roadster 


I have a rebuilt Ford racer which has no 
starter, generator or magneto as yet. I want 
to rebuild this into a fast roadster to be used 
occasionally on one-half mile dirt track in ama- 
teur events. This has a Laurel 8-valve head. 
What I want at this time is a diagram of the 
wiring so that I can use a starter and gener- 
ator of Ford make and use an Overland Model 
91 ignition switch and ammeter, also the Over- 
land drum headlights. 

Due to the shape of the body and proportion 
of the body, I cannot use the regular Ford wir- 
ing and would like to know the size of wire 
to use in connecting up the different parts. 
Also, what kind of coil can I use in place of 
the regular Ford coilsP If I cannot use a 
single coil in their place, kindly show a dia- 
gram of hook-up with the regular Ford coils 
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less magneto and with magneto. Also let me 
know how to keep the generator from charging 
over eight amperes at extremely high speed.— 


F. Henry Dyer, 95 Pierce Street, New Bedford, 
Mass. 


We: greatly doubt if you can pro- 
duce a car that will be successful 
both as a roadster and also as a racer. 
However, if you are satisfied with a 
compromise, that is all right. What 
we mean is that if your car is a success 
as a race car it would be too noisy and 
fast to handle on the open road and 
would not throttle down properly. 
Whereas, if it is a successful passenger 
car, it will probably be too slow to be 
satisfactory on the dirt track. 

We are showing a wiring diagram of 
the 1927 model Ford car. The Overland 
model 91 ignition and lighting switch 
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will not be satisfactory for use on your 
car for the reason that the ignition 
switch does not have two connections, 
one for magneto current and the other 
for battery current. As the Ford ig- 
nition and lighting switch costs only 
75 cents and the ammeter but 60 cents, 
we believe that it will be well worth 
your while to follow the regular dia- 
gram that we are showing. 

If you wish to use the Overland drum 
headlights, you could get the dimming 
resistance coil and put it on the back 
of the Ford switch in order to make it 
possible to use the single contact bulbs 
and sockets of the regular Overland 
drum headlights. When you do this 
the dimmer coil should be connected 
between the dim and bright connections 
on the back of the Ford switch and the 
wire that is ordinarily connected from 
the dim terminal to the terminal board 
on the dash and from there to the head- 
light, should be omitted entirely. The 
action of the switch would then be this: 
When the switch was turned to “bright” 
the current would go directly to the 
filaments of the headlights and when 
turned to “dim” it would travel through 
the resistance wire on the back of the 
ignition and lighting switch and then 
through the regular wiring to the head- 
lights. In wiring up this car you should 
use at least a No. 14 wire insulated 
with rubber and fabric for all circuits 
from the generator to the battery, while 
a No. 16 rubber insulated flexible wire 
will be suitable for the rest of the con- 
nections. In order to use a single coil 
on your Ford car, it will be necessary 
to do away entirely with the timer and 
roller and the four Ford coils and in- 
stall a regular battery ignition system. 

There will be no advantage in install- 
ing the Ford magneto in the engine if 
you use regular battery ignition with 
the single coil, provided you have some. 
auxiliary oiling system to circulate 
your oil. The magnets of the regular 
Ford magneto in addition to generating 
current for the ignition, serve as an oil 
pump and if these magnets are left out 
it will be necessary to install some sub- 
stitute such as two of the regular mag- 
neto support spools on the magnet hold- 
ing bolts. It is the characteristic of 
all third brush regulated generators, 
such as the Ford, to reduce their output 
at extremely high speed and therefore, 
if you merely set your third brush 
against the direction of armature rota- 
tion so that the output is around eight 
or ten amperes at ordinary driving 
speed, there will be a marked reduction 
at racing speed. 

However, the generator does impose 
some drag on the engine and it would, 
therefore, be worth your while to 
ground the generator when racing. 
You can do this by connecting a wire 
from the generator to the frame. 
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A Gentleman, a Scholar, and a 
Good Judge of What's What 


Dipnchl-gy-mnnnnttitte am certainly very 
much impressed with the new ap- 
pearance and make-up of MoTor AGE. 
It has what we call “IT.” I like the 
way you present the news. If you can 
continue to supply the dealers with 
such interesting and useful articles on 
how to make money, you will have ac- 
complished a great service ont only to 
the dealer organization but to the in- 
dustry as a whole. Again I congratu- 
late you.—Paul Zens. 


Here’s Where We Mar an 
Otherwise Perfect Score 


EXARKANA, TEX.—I have heard 

that Henry Ford is planning to 
bring out a new car soon. Please send 
me complete details by return mail. If 
you cannot do this, it will be the first 
time Motor AGE has ever failed me.— 
J. A.C. 


Flattery? We Love It 


ETROIT —Sincerest congratula- 
tions on the very splendid job you 
have done in putting new glands into 
Motor AGE. Every issue is as snappy 
as a Jamaica ginger highball. You are 
to be highly commended for the re- 
juvenation of Aunt Mary. May the 














good work continue. More power to 
you and the best of luck.—David B. 
Erwin. 





You Ain’t Seen Nothin’ Yet 


OWSON, MD.—The June 2 issue of 

Motor AGE was certainly a splendid 
one. I read several of the articles and 
particularly admired and enjoyed the 
style-—G. W. Brogan. 


A Dandy New Model 
HICAGO—MotTor AGE’S new model 








is a dandy. It looks fine. Con- 
gratulations.—F.. J. R. 
Fashion Note 
ETROIT—The new dress. looks 


good to me.—J. R. Scolaro. 





















ETTERS to the editor from 
those whose “attention has 
been called’; from those who 
point with pride and those who 
view with alarm, from those who 
are easy to please and those who 
are hard to please; from those who 
are happy when they find a good 
thing and those who are happier 
when they find something they 
consider not so good; from those 
who boost and those who knock; 
from those who see the doughnut 
and those who see the hole; in 
other words, Dear Subscriber, 
from you and you and you—as 
well as from the man who bor- 
rows your copy of MOTOR AGE 
or reads it over your shoulder. 




















Say, You Don’t Mean a 
Eugene Field Peach, Leo! 
NDIANAPOLIS—The first issue of 
Motor AGE from Philadelphia was 
a peach, and I am certainly going to 
watch the development with a great 
deal of interest.—L. N. Burnett. 





A Sales Promoter is Speaking 
ETROIT—Your articles on Sales 
Promotion are excellent, and I 

wish there were some way of compelling 

every dealer and also every salesman 
to read them carefully.—R. L. Newton. 





It’s Really Embarrassing 
LEVELAND—I sure want to com- 
pliment you on the copies of MOTOR 
AGE coming out of Philadelphia. Con- 
gratulations and best wishes.—A. J. M. 





He Knows His Bermudas 

EW YORK—I congratulate you on 

the recent issues of Motor AGE, 
both from an editorial and typograph- 
ical standpoint.—W. I. R. 





Another Fruity One 
(CU HICAGO—The new MorTor AGE is 
a peach.—F’. O. K. 





A Week-end Requisite 

ILWAUKEE—Once my MOTOR 

AGE was delayed and did not 
reach me by Saturday. My Sunday 
was utterly spoiled.—W. Brunnich. 
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What Do You Now Make 
of This Here, Watson? 
INDERMERE, ENGLAND—I re- 
ceived your letter of the 14th inst., 
regarding my reply to your Mr. John 
Cleary, and in reply to your first para- 
graph would say I do not need to have 
any kick. The only kick necessary is 
the one that you should use on John 
Cleary, as I am in possession of our 
current number of Motor AGE. With 
regard to the service you have rendered 
us, I should like to offer up my appre- 
ciation, and can assure you I would be 


‘ very lost without having the usual copy 


of Motor AGE to open up as it comes 
along. Our cheque went forward 14 
days ago. I wish you every success.— 
W. C. Woolley, Woolleys, Ltd., Motor 
Engineers. 


Too Many Tables for Him 
OLEDO, OHIO—What’s the idea 
of adding another page to those 
tables of prices, weights and specifi- 
cations at the back of the book, and 
stealing a page of your feature article 
space to do it? Four pages of that 

















stuff was bad enough, but now you 
have to go and give five pages to it.— 
W.C. M. 





But, on the w. k. Other Hand 

ALTIMORE, MD.—Congratulations 

on your adding the equipment in- 
formation to your prices and weights 
tables. We refer to data of this kind 
constantly, and we like the condensed 
form in which you present it. This 
addition has increased materially the 
already great value of each issue of 
Motor AGE.—J. F. P. 


And Listen to This, W. C.M. 
IAMI, FLA.—We have always ap- 
preciated the fact that we could 

turn to the current issue of Motor Age 
and get the latest accurate information 
on the prices, weights and specifications 
of passenger car models. Now that 
you have added the most important 
items of equipment to these tables, our 
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appreciation is still greater.—W. I. F 
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Prices, Weight and Equipment of Current Passenger Car Models 
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ICK ws 4p. Coupe.. 1865} 2/3150jaghmnr 
9. 115 5. Emp. Sedan. .| 1885} 4/3200 aghmnort FLINT ‘‘60” 
a Readater....l¢ _|su 05 2 2990 abmat 5p. Touring. .... $1250} 4/2750 nm 
ouring...... 2: | F Spt. Rdstr....| 1350} 2}2885}Aehmnr 
2-4p, C oupe.. TTre 1195} 2 3110 <sed ps Ce. Rast. ‘ 1395 : 7800 kamen 
Sp. 2d. Sedan. 1195} 2/3215)ahmnr 5p. ae 1395) 4/3030) aehmnort 
op. 4d. Sedan. 1295} 4/3300)ahmnr 5p. Brougham... ./ 1395) 2/3010 aehjmnor 
ap eg ee | Be st CHEVROLE 130" 
pec. Coupe. .| 1275). .|319 HEVROLET DIANA “‘St. 8” 120” W.B. 
op. Town Bro’m. .| 1375] 4/3305jah **AA” 5p. Phaeton...... $1595} 4|3100/agmn 5p. Touring. ..... 1450] 4/3245)aehmnr 
4 120 2p. Roadster... .. $ 525) 2/1890\dr 5p. Roy. Roadster} 1695] 2/2995|agmnw 4p. Spt. Tour 1595} 4/3395|aehimnrwx 
:P. Coupe Prorre 1465} 2)3800)ahmnr 5p. Touring. ..... 525} 4/1965)dre 5p. P.B. Rdstr...| 1795} 2/2995|/Bgmnw 4p. Coupe....... 1795} 2/3500) aehmnorx 
bp. > a ry , the. a mse 2p. _ — 625) 2)2090 rw 5p. a4 — ..| 1995} 2 oa 5p. —% rr 1850) 4/3625) aehmnortx 
au. Sedan 7O\abmnr op. Coach........ 595} 2/2190)dhr dp. Ca str....| 2295} 2/3160)aghmn 13 
) 28 op. Sedan........ 695) 4)2275|dhr 5p. 44. Sedan. ...| 1995] 4/3275)aghmnot 7p. Touring. ..... 1595) 4|3470|)afhmnrx 
ah Rdster. . aaa , oe aghmnprw oy Se UL. 2 oo ~~ 5p. be we ...| 1695] 2/3170)aghimno 7p. = : 2050| 4|3780|aehmnortx 
ouring.. . 3735|agjmnprw p Sedan. 745) 4/2270\dhru "WwW. “7-18” 
p. Coupe....... 1850} 2/3940\ahmnr Imp. Land....... 0 4|2 2260/dhu 7p. Touring. ..... 1695| 4/3336/agmn 5p. DeL. Coach. .| 895) 4|2580|)aehknor 



































A—Wood wheels with spare. 
a—Wood wheels. 

B—Wire wheels with spare. 
b—Wire wheels. 

C—Optional wheels with spare. 
c—Type of wheels optional. 


D—Disk wheels with spare. 
d—Disk wheels. 

e—Front and rear bumpers 
f—Front bumper. 


g—Shock absorbers or snubbers. 
h— Automatic windshield wiper. 


KEY TO SYMBOLS: 


i—Trunk and trunk rack. 
j—Trunk rack, no trunk. 
k—Spare tire. 

I—Spare tire lock. 


m—Engine heat indicator. 
n—Dash gasoline gage. 


o—Car heater. 
p—Cigar lighter. 


r—Rear traffic signal. 


s—Spotlight. 


t—Vanity and smoking set. 


u—Smoking set. 


v—Vanity set. 
w—Windshield wings. 
x—Clock. 

*—Overall length. _ 
§—Prices on application. 





52 Motor Age 


Prices, Weights and Equipment of Current Passenger Car Models 





























































































































































































































Passenger te Passenger ef: Passengers ie Passengers ee 
an , Seif "ee Standard an xa S he Soe Standard and = g < ae Standard an a ° - Boe Standard 
Model oF 2 => Equipment Model oe a\zs Equipment Model oe 2 <> Equipment Model oe 3 <> Equipment 

FORD “‘T” 3.45” 5p. DeL. Bro’m...].....].. ..../afghkmnorx **E-75” 

2p. Runabout ...} $360) 2)1658la 4p. Playboy...... 1545] 2/2915|aghmnrx “8-80” 2p. Speedster... ..| 3485) 2/4251/aeghlnprx 

Sp. Touring. ..... 380} 4|1732Ia 2-4p. Sp. Coupe. .| 1695} 2/3070|aghmnrx 4p. Spt. Touring. .| 2850]..]..../aeghklmnprt || 4p. Speedster... ..| 3485] 2/4256/aeghlnprx 

2p. Coupe. 485| 2/1820\a 5p. Cus. Sedan. ..| 1695} 4/3200)aghmnrtx uvx 5p. Phaeton...... 3485} 4/4017 |aeghInprx 

5p. ‘Tudor Sedan..| 495] 2/1950la 4p. Cus. Vict... ..} 1695] 2/3200)aghilmnrtx 4p. Collap. Coupe.| 3000]. .}.... “aaa 7p. Tour. Speed. .| 3565) 4/4480)ae.cbilnprwe 
5p. Fordor Sedan.| 545) 4/2002/B **AA” 2p. Coupe Rdstr..| 3565) 2/4374/acghlaprx 
2-4p. Playboy. 2345) 2|3200)aghmnrx 5p. Sedan........ 2850] 4].... aeghklmnprt 5p. Town Coupe..| 3195) 2/4452/aeghlnaprx 

2-4p. Sp. ‘Coupe... 2495| 2/3340|aghmnrx 2p. Coupe........| 3485) 2/4373) aeghinprtx 

4p. Cus. Vict.. 2495) 2/3470|aghimnrtx 5. Brougham..... 2900). .].... sais 4p. Victoria...... 3485] 2/4346/aeghInprtx 

5p. Cus. Sedan...| 2495] 4|3470|aghmortx tuvx 5p. Brougham....}| 3565) 4/4525/aeghilnprtx 
7p. Sedan........ 3350]. .|..../aeghklmnprt || 5p. Sedan........ 3565] 4/4498] aegh!nprtx 
uvx 7p. Sedan..... ...| 3640] 414620) acghinprtx 

FRANKLIN 7p. Sub. Sedan. ..} 3500)..]....;aeghkimnprt |] 5p. Cus. Sedan. . .| 3960) 4/4515}aeghInprtx 
we | uvx 7p. Cus. Sedan. ..| 4075} 4/4678|aeghInprtx 

3p. Spt. Rdster.. .}/$2690] 2/3015)aeghkirx | “48” ’ 7p. Cus. Limou.. .| 4175] 4/4718]aeghlnprtx 

5p. Touring. ..... 2635) 4/2975|aeghklprx KISSEL ‘‘6-55” 4p. Sportif....... § | 4/5030) afghjkirsx 

3p. Coupe....... 2490} 2|3105|aeghhklprx 124” W.B. | ...Roadster..... as =e 

3-5p. Coupe......] 2565} 2/3150)aeghklprx 5p. Phaeton...... $1685] 4/3020jahmnr 7p. Touring...... § | 4/5330) afghkirsx 

4p. Victoria... ... 2740) 2/3165) aeghklprx 4p. Speedster.....| 1895] 2/3160jah 7p. Tour Lim....| § | 4/5640)afghkirstx 

5p. Sedan........ 2790} 4|3230)aeghklprx 4p. Coupe Rd... .}| 1895] 2/3483)ahmnr 6p. Brougham....| § | 4/5464/afghkirstx 

5p. Ox. Sedan... .| 2815] 4/3230)aeghklprx 5p. Brougham... .| 1685} 2/3300)ahmnr 5p. Vic. Sedan... § | 4/5600) afghkirstx MOON ‘“‘6-60” 

5-7p. Sedan...... 2840) 4/3240] aeghklprx 5p. Spec. Bro’m. .| 1795] 2/3486/ah 7p. Lim. Ene. Dr. § | 4/5868) afghkirstx 3p. Roadster. .... $995) 2/2295/an 

5p. Spt. Sedan... .| 2910) 4/3305)aeghikirx 5p. Bro’m Sedan. .} 1895] 4/3440jah 7p. Cabriolet... .. § | 4/5624) afghkirstx 5p. Phaeton...... 995} 4/2340/an 

7p. Limousine. ...| 2940) 4/3360)aeghklprx 5p. Conv. Bro’m..| 2295} [3378 **90” 3-5p. DeL. Rdstr.| 1095) 2/2330/dn 

131” W.B. 4p. Sportif....... 5900} 4/4475jaeghikImnpr |} 3-5p. Roy. Rdstr..| 1195) 2/2330|anw 
7p. Touring...... 1785) 4/3660! ah tuvx 3-5p. Roy. Cab...} 1295} 2)2575ian 
4p. Tourster..... 1895) 4/3225|ahmnr 4p. Roadster. .... 5900} 2/4370|aeghklmnpr 3-5p. Cab. Rdstr..} 1195) 2/2575}dn 
5p. Br’m Sedan... .}| 2095) 4/3596)ah tuvx Sp. Coneh........ 1045) 2}2420/an 
7p. Sedan........ 2295|. .|3770|ahmnr 7p. Touring...... 6000). .|.. . ./aeghklmnpr 5p. 2d. Sedan.....} 1145} 2}2520/dn 

**8-65” tuvx 5p. Roy. Sedan. ..| 1195} 2}2520j|ahin 

GARDNER 125” W.B. 5p. Vic. Sedan... .| 7300) 4/4842/afghimortx 5p. 4d. Sedan.....| 1245} 4/2605}dn 
**80” 5p. Phaeton...... 1885} 4/3240|ahmnr 7p. Suburban.....| 7500) 4/4930)afghmprtx 5p. Roy. Sedan. ..} 1295] 4)2605jahn 

Ap. Roadster. .... $1395} 2|3030\amn 4p. Speedster... . . 2095} 2/3155|ahmnr — ee 7450]. .|....J/aeghklmnpr =" 

4p. Ridstr. DeL.. .| 1495} 2/3030)aeghmnr 4p. Cp. Rdstr....} 2095] 2/3343)ahmnr tuvx 5p. Touring. ..... 1195} 4/2560\dn 

5p. Bro’m C oupe. 1695) 2/3375|amn 5p. Brougham... .} 1895} 2/3330)ahmnr 7p. Town Bro’m..| 7500) 4/4615|afghmprtx 5p. Roy. Rdster. .| 1595} 2}2720/dn 

4p. Vic. Coupe. 1695} 2/3375|amn 5p. Spec. Bro’m. .| 1995] 2/3345/ahmnr ‘P. Cabriolet... .. 7500} 4|4615|afghmprtx 5p. Cab. Rdstr. ..| 1595] 2/2720}dn 

5p. Sedan........ 1695] 4/3370|amn 5p. Bro’m Sedan. .| 2095} 4/3400)ahmnr ..Collap. Cab...| 7750]. .}....|aeghklmnpr Collap. Cab...| 1795|..]. .. 

5p. Sedan DeL....| 1795] 4]3370|aeghmnr 5p. Conv. Bro’m..| 2495). _|3518)ahmnr tuvx 5p. Sedan Del... .| 1395] 2]2710]dno 

5p. Bro. Cpe. DeL| 1795] 213375 aeghimnr 132” W.B. °P. Sedan DeL....| 1545) 4/2860/dno 

4p. <a Cpe. DeL| 1795] 2|3375|aeghimnr 7p. Touring...... 1985} 4/3360|ahmnr . Spec. Sedan...} 1545] 4]... 

4p. Tourster..... 2095] 4/3155)ahmnr 

2-4p. "Ro: vdster. ..| 1995) 2/3400) deghmnr 5p. Bro’m Sedan. .| 2295} 4/3455jahmnr 

4p. Land. Rdstr...| 2295' 2/3475|deghmnr 7p. Sedan........ 2495) .|3630/ahmnr 

5p. Brougham... .| 2295} 4/3690|deghimnrt **8-75” 

5p. Sedan........ 2295| 413730) deghmnrt 131” W.B. 

5p. Victoria...... 2295) 4/3690) deghimnrt 5p. Phaeton...... 2185} 4|/3220\ahmnr NASH 

4p. Speedster... ..| 2395} 2/3360|ahmnr MCFARLAN “Std. 6” 

4p. Cpe. Rdstr. 2395) 2/3578|ahmnr “Str. 8 5p. Touring...... $365) 4)....)/Dghnr 
5p. Brougham... .| 2195) 2|3565/ahmnr 131” W.B. 2p. Coupe........| 875) 2/2345) Dghnr 
5p. Spec. Bro’m. .| 2295} 2/367 lahmnr 4p. Roadster..... $3050) 2\3400\Ceghmnprwx || 5p. Sedan........ 895) 2/2450) Dghnr 
5p. Bro’m Sedan..| 2395] 4/3760|ahmnr 5p. Touring...... 3180} 4}3400|afghmrx 5p. Sedan........| $95] 4)2500) Dghnr 
5p. Conv. Bro’m..| 2795) .|3863/ahmnr 4p. Sp. Phaeton.. .} 3180) 4/3400|alghimnprx 5p Land. Sedan...} 1085) 4/2610] Dghnr 

139” W.B. 4p. Coupe........| 3180] 2/3650|afghlmnprtx “*Special’”’ 

HUDSON 7p. Touring...... 2285} 4/3630)ahmnr 5p. Sedan........ 3180] 4/3650)afghlmnprtx 4p. Roadster... ..]| 1225) 2/2980) Dhnr 
“‘Super Six” 4p. Tourster..... 2395] 4/3335|ahmnr 5p. Coach Bro’m..| 3180! 4/3650|afghlmnp-ctx (| 5p. Touring...... 1135} 4/2980] Dhar 
**Std. Line” 5p. Bro’m Sedan..} 2595) 4/3755|/ahmnr 5p. Town Car....} 4600] 4)3750)afghlmnprtx 4p. Cabriolet... .. 1290} 4/3070) Dghnr 

Sp. Coach........ $1285) 2|3505\|aghjmnr 7p. Sedan........ 2795) 4|3975|ahmnr 136” W'B. 2p. Bus. Coupe...} 1165] 2/3030] Dhnr 

dp. Sedan... .... 1385] 4/3620|aghjmnor 5p. Sedan Del... .| 2985} 4/3910)aeghimorvx 7p. Sedan........ 3680] 4/3700) afghlmnprtx 5p. Sedan........ 1215) 2)3150|Dhnr 
“Custom” 7p. Sedan DeL... .| 3495} 4/4080]aeghimorvx 7p. Sub. Sedan... .| 3780) 4\3700\afghimnprtx 5p. Sedan, 4d.....} 1335] 4)3250] Dghnrvw 

7p. Phaeton......| 1600) 4/3565|agmnr 7p. Ber. Sedan. ..} 3585] 4/4125|aeghimorvx “TV” **Advanced” 

4p, Brougham . 1575| 4|3660)aghjmnru 2p. Roadster. .... 5800} 2|4000] Aeghjlmnorx 121” W.B. 

7p. Sedan........| 1850) 4/3870)aghmnru 4p. Spt. Tour... ..| 5600} 4)4600)Ceghjlmnorx || 4p. Roadster.....| 1475} 2/3390) Dghmnr 

4. Tour. Sedan. . |6720 | 4)5200)Cfghjlmnop 5p. Touring.....-.} 1340} 4/3400) Dghmnr 
rtx 5n. Sedan........ 1425) 2/3550) Dzhimnrvw 
7p. Touring... ....} 5700} 4)5200) Afghjlmnop 5n. Sedan........ 1545} 4/3650) Dghmnrvw 
rtx 127” W.B 
LA SALLE 6p. Sedan........ 6720) 4 .|Afghjlmnop 7p. Touring...... 1440} 4/3480] Dghmnr 
2-4n. Roadster. . .|$2525}) 2/3702|aeghlmnprx rtx 5p. Sp. Touring. .| 1540] 4/3500] 3ghimnr 
4p. Phaeton...... 2495) 4/3716)aeghimnprx 7p. Sub. Sedan. ..| 6920) 4 Ceghjlmnop 5p. Victoria. ..... 1595] 2/3640] Dghnrvw 

HUPMOBILE 2-4p. Coupe... ... 2585) 2/3834) aeghimnprx rtx 4p. Coune.. . | 1775} 2|3580)| Dghmnr 
“*A-1” 2-4p. Conv. Cpe. | 2635) 2]... ./aeghlmnprx 7p. Town Car....| 9000} 4/5200)Cfghjlmnop 5p. Amb. Sedan. .| 1925] 4]3800 Dghinrvwx 

5p. Touring... . . .}$1325} 4/2620)eghnr 4p. Victoria...... 2635} 2/3795|aeghimnprvx rtx 7p. Sedan........ 1990] 4/3830] Dzhnrvwx 

2-4p. Roadster. ..| 1385] 2/2660jaghnr 5p. Sedan........ 2685} 4|4063]aeghImnprtx 

2-4p. Coupe...... 1385} 2)2800\eghne 

Sp. Sedan........ 1385] 4)2800)eghnr 

5p. ae aaa ...| 1385] 2/2890)eghjn 

- 

5p. Touring. ..... 1945] 4/3300] eghnrx OAKLAND “6” 

7p. Touring. .....| 2045} 4/3360] beghnrvx yy — 5p. Touring. ..... $1025} 4)2500)ah 

2-4p. Roadster. . .| 2045} 213355 ceghnrvx p. Spt. Rdster. . ./$4600} 2)/4930jaegkInprx 5p. Sp. Phaeton. .| 1095] 4/2620) .ehw 

5p. Brougham... .} 2245) 2/3515)j Spt. Touring..| 4600} 4/4920]aegkInprx 4p. Sp. Rdster....} 1175] 2}2590)]aehnw 

2-4p. Coupe...... 2345) 2/3465\dghrx 4p. Phaeton...... 4600) 4)4960] begjklnprwx 5p. 2d. Sedan.....| 1095) 2/2745}ahu 

5p. Sedan........ 2345) 4/3545|aghrx 4p. Coupe... ....}| 4600) 2/4910/aegkinprx 3p. Land. Coupe. .| 1125} 2}2705jah 

5p. Victoria. ..... 2345) 2/3525) aeghnrx 4p. Sedan........ 4800} 4/4920] aegiklnprx 5p. 4d. Sedan.....| 1195] 4)2855/ahu 

dp. Sedan........ 2495] 4/3360/ehr 5p. Sedan........ 4800} 4/5030)aegkinprtx 5p. Land. Sedan. .| 1295] 4/2885}aehnou 

7p. Sedan Lim... .| 2595} 4/3360|aehnrx 7p. Sedan........} 5000} 4|5050|aegkinmprtx MARMON 

7p. Limousine... .| 5200) 4|5180|aegkinprtx “Little” 

2p. Sveedster.. . . .}$1895} 2)3019|aeghImnprx 

4p. Speedster... ..| 1965) 4|2977|aeghlmnprx 

4n. Sedan........ 1795} 2}3039)aeghlmnpr OLDSMOBILE 

2p. Coupe........] 1895} 2|3053]aeghlmnprx **30- E” 

4p. Brougham....| 1895). .|3090 5p. Sp. Touring.. .| $895) 4/2490|ceghimar 
LOCOMOBILE 4p. Sedan........ 1895) 4/30S2|aeghlmnprtx || 4p. DeL. Rdster..| 895) 2)2317|cehmnr 

JORDAN “R” **8-70” 2p. Coune Rdstr..| 1995} 2)3054|aeghlmnprx 2p. Coupe........} 875] 2).... 

4p. Blue Boy... ../$1745]..|.... 5p. Seem. . .1$1975| 4/3330\afghkmnrx 4p. Victoria...... 2595| 2|/3116)aeghlmnprtx || 5p. Sedan 2d......| 875} 2 e 

4p. Spt. Salon... .| 1595) 2|/2775|aghjmnrx 7” Sedan. .| 1975) 4/3335\afghkmnrx 5p. Cus. Sedan. . .| 2595) 4/3119|aeghlmnprtx || 5p. Sedan 4d......) 975] 4}... .Je 

2-4p. Tomboy....]| 1595} 2)... .|aghmnrx . .Collap. C’pe 1995}. .|....'afghkmorx 5p. Cus. Sedan. 2595) 4/3172\aeghlmnortx 4p. Sp. Coupe....| 965) 2 2650 ceghmnru 

5p. Sedan........] 1595} 4/2775|aghmorta .. Del. wing een _.|..../afghkmorx 4p. Town Cab.. 3125) 4/3040|aeghlmnprtx || 5p. Landau...... 1075) 4/2780) ceghimru 

KEY TO SYMBOLS 
A—Wood wheels with spare. D—Disk wheels with spare. i—Trunk and trunk rack. o—Car heater. v—Vanity set. 
a—Wood wheels. _ d—Disk wheels. j—Trunk rack, no trunk. p—Cigar lighter. w—Windshield wings. 
B—Wire wheels with spare. e—Front and rear bumpers. k—Spare tire. r—Rear traffic signal. x—Clock. 
b—Wire wheels. f—Front bumper. I—Spare tire lock. s—Spotlight. *—Overall length. 
C— Optional wheels with on —Shock absorbers or snubbers. m—Engine heat indicator. t—Vanity and smoking set. £—Prices on application. 
e—Type of wheels optional. —Automatie windshield wiper. n—Dash gasoline gage. u—Smoking set. 
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Prices, Weights and Equipment of Current Passenger Car Models 











































































































































































































i) 
Passengers ee Passengers , fe Passenger fs Passengers ° ES 
an P Belt &"s| Standard an a g 5 aS Standard an S S : Se Standard _ as 5 E = Pate 
Model c= 2 => Equipment Model re isiane Equipment Model we ila Equipment Mode ce iiss quipmen 
OVERLAND 7p. Limousine... .| 2695} 4|3750\aghlmnrtvx ROAMER 7p. Cus. Tourer...| 1245 3090) deghmnr 
“*4”” Whippet 5p. DeL. Sedan...} 2725} 4/3600|aeghlmnrtvx **8-78” 5p. Coach.. -| 1230) 2|3115)dehlmnru 
5p. Touring. ..... $625) 4/1985\ag 7p. DeL. Sedan...| 2995) 4|3700|aeghlmnrtvx || 2p. Roadster..... $1495) 2].... . Bus. Coupe 1245 e a 
2-4p. Roadster....| 695} 2)1930]agh “6-80” 4p. Coupe........| 1495] 2].... 3p. Cntry. C i. -} 1295) 2 2875|dehlmnr 
2p. Coupe........| 625} 2/2025|ag 5p. Phaeton... ... 1395) 4/2850|aeghlmnrw 5p. Sedan........ 1795}. .}.... 4p. Cus. Vict.....| 1325} 2 3165 deghImnrv 
5p. Coach........ 625) 2|2075\ag 2-4p. Roadster....| 1495} 2|3025|ceghlmnrw **8-80” 5p. Cus. Sedan. ..| 1335] 4/3235 deghlmnrv 
5p. Sedan........ 725| 4|2185|agh 2-4p. Coupe...... 1565) 2|2975)aeghlmnrw 2p. Coupe...... . ./$1985| 2/3410)ag 2- -4p. Sp. Ye .| 1345). .|... .}ehmnr 
5p. Landau...... 755| 4/2230/agh 5p. 2d. Sedan.....} 1395} 2/3000/aeghilnrw 5p. Brougham... .| 1985} 2|3440jag “*Spec = 
“6” Whippet 5p. Std. Sedan... .} 1595) 4/3125/aghmnr. 5p. Sedan........ 1985} 4/3570lag 5p. Gooch. a» ie 1480} 2)37' ahjlnru 
2-4p. Roadster...| 825] 2|2225jagh .. Spt. Sedan....} 1795] 4/3100 **8-88” 5p. ey. .| 1730} 4/3920\ahlnru 
5p. Touring. ..... 765} 4/2270\agh 5p. Del. Sedan...| 1795} 4/3125|Deghlmnrw 5p. Tourer....... 2495) 4/3650\cg awe 
2p. Coupe........| 795] 2|2305/agh “6-90” 5p. Sedan........ 2985] 4/3880)cg 120” W.B. 
5p. Coach........ 795} 2)2405)agh 5p. Phaeton .... | 1695} 4/2930)aeghlmnrw 7p. Sedan........ 3285} 4/3980icg 5p. Du-Phaeton. .|/$1445} 4|/3700| Deghlmnr 
5p. Sedan........ 875) 4/2440/agh 2-4p. Roadster... .| 1695] 2}2960jaeghlmnrw 2-4p. Roadster... .} 1495) 2/3400) Deghkimnrw 
5p. Landau...... 925) 4|2490/aght 4p. Coupe........] 1725) 2)3050}aeghlmnr 3p. Du-Roadster..| 1530} 2/3270) Deghlmnr 
4p. Sedan........ 1895) 2/3150jaeghilmnr . 5p. Club Coupe.. .| 1480} 2/3800] Dghjlnra 
5p. Sedan........ 1895} 4/3200jaeghlmnrt 2p. Com'r Coupe.| 1545} 2/3395ideghlmnar 
5p. Landau...... 1995| 4/3250|aeghlmnrt 5p. Com’r Sedan..| 1585] 4/3570 Deghkimnr 
“2.69” 4p. Com’r Coupe.. 1645] 2)3465|/deghlmnr : 
126” W.B. ROLLS ROYCE 4p. Com’r Vict... .| 1575} 2}3510|Deghkimnr 
5p. Coupe........| 2795]. |3810legi **Si. Ghost” 127” W.B. 

PACKARD ‘“‘6” 5p. Sedan........ 2995) 4/3875|Deghlmnrtx n Models.....| § ...|Bfghjkmprtx || 7p. Du-Phaeton. .| 1845] 4/3720) DeghImnrx. 
126” W.B. 13314” W.B. Closed Models... N .|Bfghjkmprtx || 7p. Tourer. coeees 1845| 4)... .|/Dehmnrx 
4p. Roadster. .... $2350} 2/3545) DeghImnpx 2-4p. Roadster... .| 2995} 2/3650) Deghlmnrx “‘New Phan” 7p. The Pres t....] 2245) 4/4050) DeghImnrtx 

5p. Phaeton...... 2250} 4/3590] Deghimnpx 7p. Sedan..... .. 3095] . . /[3°75jeg Open Models.....| § —_ et mma 7p. Pres’t Lim... .| 2495} 4/4080) Dehlmnrtx 
5p. Sedan........ 2250] 4/3925|Deghlmnprtx || 5p. Sedan........ 3495] 4/3950) Deghlmnrtx Closed Models....| § .|Beghlkmprtx 
133” W.B. 7p. Sedan........ 3595} 4/4050] Deghimnrtx 
7p. Touring...... 2785] 4/3790) Deghlmnprx || 5p. Ber. Lim.. 3795) 4/4100) Deghlmnortx 
4p. Coupe........] 2685] 2/3925)deghint aoa 
5p. Club. Sedan. .| 2725] 414015 Deghilmnpr = we 
tx e -D. 
Tp. Sedan........ 2785] 4|4070|DeghImnprtx 2-4p. Sp'dster... . $3150] 214058 laeghImnprwx 
7p. Sedan Lim... .| 2885} 4/4130) Deghlmnprtx STAR ‘‘4” 4p. Speedster... ...| 3160] 4/4175 a 
— 2p. Con. Rdstr....| $550} 2|1850)a 2-tp Coupe......| 3165} 2/4182/aeghimnprx 
136” W.B. PIERCE ARROW 5p. Touring. ..... 550} 4/1920/a 4p. Vict. 269 3175) 2)4176j)aeghImnprtx 
5p. Phaeton...... 3750| 4/4130) Deghklmnprx **80” 2p. Coupe 650} 2}1965jah 5p. Brougham. . 3195] 4|4334/aeghImnprtx 
4p. ee. ..| 3850] 2/4110] Deghkimnprx || 2p. Runabout. . . ./$2495] 2/3285lafgbirx 5p. Coach 675 |22)120 jah 5p. Sedan........ 3195} 4/4340|aeghImnprtx 
4p. Coupe........|. 475|02)/4475|deghimnpt 7p. Phaeton...... 2895} 4/3440/afghirx 5p. Sedan........ 765} 4/2200j/ah 5p. Land. Sedan. .| 3345) 4]... ./aeghlmnprtx 
5p. Sedan........ 4750) 4/4430) Deghklmnp 4p. Phaeton...... 3095] 4/3300|afghirx “6” 145” W.B. 
rtx 5p. Brougham... .| 2495] 2/3479|afgkirtx 5p. Tourong......| 725} 4/2070)a 5p. Tour. Bro’m. .| 3685] 4|4566/aeghilmnprtx 
143” W.B. 2p. Coupe........| 3100] 2/3405jafghlipr 2-4p. Roadster....| 885} 2/2140jaeghkmrw 7p. Sedan........ 3685} 4/4656|aeghImnprtx 
7p. Touring...... 3950] 4/4250) Deghklmnprx || 5p. Std. Sedan... .| 2895 4|3525|afghirtx 2-4p. Cabriolet...| 915) 2|2260jaeghmr 7p. Sedan Lim... .| 3785} 4/4731|aeghlmnprtx 
5p. Club Sedan. ..| 4890} 4/4550) Deghilmnp 7p. Std. Sedan... .| 3350] 4/3620/afghirtx 2p. Coupe........| 795] 2/2145jahmr “AA DeLuxe” 
rtx 2-4p. Coupe...... 3200] 2/3450|afghirtx - 0” Se 845] 2/2265jahmr 131” W.B. 
7p. Sedan........ 5000} 4/4660) Deghkimnp 5p. Club Sedan. .| 3300] 4/3565jafghir ~~ Pe 925} 4/2340jahmr 2p. Speedster. . . 3250] 2/4058|aeghImnprwx 
rtx 5p. Club. Land....| 3400] 4/3570/jafghlr Ha heey Sedan..}| 975] 4/2335|abmrt 4p. Speedster... . ...| 3260) 4/4175 a 
7p. Sedan Lim... .| 5100] 4/4700) Deghklmnp 7p. Ene. Dr. Lim.| 3450} 4/3680/afghirtx 2-4p. Sp. Coupe. .| 975) 2/2295jaeghkmr 2p. Coupe........ 3265] 2|4182|aeghlmnprtx 
rtx 4p. Coupe... 3250] 2/3420/\afghirtx 4p. Vict. ro 3275) 2/4176|aeghimnprtx 
5p. DeL. Sedan...| 3895 4|3500\afghirtx 5p. Brougham... .| 3320} 4/4334/aeghimnprtx 
7p. DeL. Sedan... .| 3995} 4/3600|afghirtx 5p. Sedan........ 3320} 4/4340 nar 
7p. Lim. Enel. . 4045) 4/3660/afghirtx 5p. lar .| 3470) 4]... .jaeghlmnprtx 
os .B. 
2p. Runabout... .| 5875] 2/4560lafghirx STEARNS- 5p. Tour Bro’m.. .| 3835} 4/4566|aeghilmnprtx 
4p. Touring. ..... 5875} 4/4510l|afghrx KNIGHT 7p. Sedan........ 3835] 4/4656/aeghImnprtx 
PAIGE ‘‘6-45” 7p. Touring...... 5875| 4/4585 lafghirx “*F.6-85” 7p. Sedan Lim.. 3910) 4/4731|aeghimnprtx 
5p. Touring. ..... $1095) 4)... jaeghnr 7p. Sedan....... 5875| 4/4815 |afghirtx 4p. Roadster... .. $3250} 2 4252)aeghklmarwx} “AA Custom” 
2p. Coupe... .....| 1095) 2/2525|aghnr 7p. Lim. Enel... .| 5875] 4/4870\afghirtx 4p. Touring. ..... 3250] 4/4322) on one 2p. Coupe.. 3915} 2)4182|aeghImnprx 
4p. Cab. Raster. .| 1295] 212615 aeghnr 3p. Coupe........] 6375] 2/4760/\afghirtx 4p. Vict. Coupe... 3925} 2|4176|aeghimnprx. . 
5p. Brougham... .| 1095] 2|2660\aghnr 4p. Cpe. Sedan. ..| 6375] 2/4795|afghirtx 4p. Cab. Rdstr...| 3550} 2)... = 5p. Sedan........ 3995] 4/4340] aeghImnprtx 
5p. Sedan........ 1195) 4/2760jaghnru 4p. Sedan........ 6375] 4/4830/afghirtx x odp. Cab C’pe 3995) 2/4090|aeghlmnprx 
**6-65” 7p. Ene. Dr. Lan. = 4}4895 |afghirtx 5p. Cus. Sedan. ..} 3350) 4/4562 io “ae 
4p. Roadster.......}| 1495] 2}3055jaghmnrwz 7p. Sedan Land.. .| 6000] 4/4840/afghirtx 
5p. Brougham... .] 1395} 2/3215jaghmnr 4p. Lim. Enel... .| 6375} 4/4880jafghirtx 4p. Coupe........} 3450] 2/4527 seghkimno 
5p. Land. Bro’m..| 1395] 2/3115/aghmnr 4p. Sedan........ 6475] 4/4805/afghir 
op. Sedan........ 1495] 4/3280/aghmnrux 2p. Coupe.. 6600} 2/4745lafghlr 5p. Std. Sedan... .}| 3450) 4/4572 a. VELIE 
“6-75” 4p. Sedan Land.. .} 6600] 4/4800|afghirtx | rtx “Std. 50” 
7p. Touring...... 1655} 4/3420jaghmnrx 4p. Encl. Land... .| 6600] 4/4880/afghirtx 5p. Sedan Lim... .} 3700} 4/4650j}aeghjkimno 2-4p. Roadster... ./$1165}..|.... 
4p. Cab Rdster. .| 1995] 2/3540\deghmnrx 7p. Fr. Limou....| 7500} 4/4740\afghirtx rtx 3p. Coupe ..| 1165] 2|2730jaehkmr 
Sp. Sedan........ 1695} 4|3550|aghjmnrux 7p. Fr. Landau...}| 8000) 4/4865|afghirtx 5p. Cus. Sed. Lim.} 3700} 4/4637/aeghjkimno 5p. Sedan........ 1165) 4/2810|aehkmr 
4p. Coupe........] 1995] 2/3550/deghmnrx rtx 5p. Met. Sedan...| 1325)..|....jeghk 
ip. Sedan........ 1298] 4|3765|dghmnrtx ; 7p. Sedan........ 3750| 4/4702\aeghklmno **Spec. 60” 
7p. Limousine. ...| 2145] 4|3805)dghmnrtx rtx 5p. Club Ph’tn.. 1450} 4/3025|aehimnprx 
**8-85” 7p. Sedan Lim... .| 3950} 4/4800/aeghklmno 4p. Coupe........| 1585] 2/3260jaehmnrux 
7p. Touring. ..... 2295} 4/3570|aeghmnprx rtx 5p. Spec. Sedan...| 1585) 4/3335/aehmnrux 
Sp. Sedan........ 2355] 4/3700|aeghmnprux ““G-885” 5p. Royal Sedan. | 1635) 4/3350/aehmnrux 
4p. Coupe........] 2655] 2/3700)aeghmnprx 4p. Roadster... .. 3950] 2|4448/aeghklmnrwx 
4p. Cabriolet... . . 2655 |23|690a|eghmnprx PONTIAC ‘‘6” 4p Touring......| 3950] 4/4633|aeghjklmn 
ip. Sedan........ 2655/43/910aeghmnprux 2-4p. Roadster... .| $775] 2/2160jah rwXx 
7p. Limousine. ...| 2795} 4/3950|aeghmnprux 2p. Coupe........| 775] 2/2275\ah 4p. Cabriolet... ...| 4550) 2|4717|aeghklmnorx 
5p. 2d. Sedan.....] 775) 2/2375/ah 4p. Coupe........| 4550] 2/4882jaeghkImnor WILLS 
4p. Sport Cab....] 835] 2/2345/a tx KNIGHT 
5p. Land. Sedan..| 895] 4/2460/ah 5p. Sedan.. .....| 4650} 4|/4934/aeghklmno **66-A” 
5y Del. Landau.| 975] 4/2510/aeh rtx 2p. Roadster... .. $1850) 2|3645)aghnrx 
7p. Sedan........ 4750) 4|5027|aeghklmno 5p. Touring. ..... 1850} 4/3684\aghnrx 
. rtx 2-4p. Cab a. _ | 1995} 2/3700jaghnrx 
oe 5p. Sedan Lim... .| 4850} 4/5009]aeghjkimno 4p. Foursome.. 2095} 4|3975|aghnrtx 
6-60” rtx 5p. Sedan........ 1995} 4|3975laghnrtx 
2-4p. Roadster... .}$1295} 2)2600 7p. Limousine. ...| 4950] 4/5102|aeghklmno 135” W.B. 
2-4p. C’pe Rdstr..| 1345] 4|2725 rtx 7p. Touring...... 2495). .}.... 
Sp. Sedan... ..... 1345] 4/2895)a REO “‘A” 7p. Sedan........ 2850] 4|4075|aghnrtx 
“6-72” 2p. Roadster... .|/$1685| 2]... .Jaeghnr 7p. Limousine... .| 2950}. .|4075 
12614” W.B. ...Brougham.....| 1685} 2]... .jaeghinr **70-A”’ 
p. Coupe... ..| 2295] 2|3400/aeghjlmnrtx 2p. Sp. Coupe....| 1625] 2)....laeghnr STUDEBAKER 2-4p. Roadster... .| 1350} 2/2965/aghnr 
dp. Sedan........ 2395) 4/3475|aeghlmnrtvx 7” Victroia...... 1845] 2]... .]aeghnr **Std. 6” 5p. Touring. ..... 1295} 4|2900|aghnr 
_ 13314” W.B ce Serr 1845} 4/3525laeghnrt 3p. Du-Roadster. .|$1160} 2}2880)deghmnr 2p. Coupe........} 1295] 2}2815jaghnr 
‘p. Phaeton... ... 1995| 4/3175|aeghlmnrx ..DeL hie ..| 1995) 4}. .../aeghnrt 5p. Cus. Tourer. .| 1165]. .|3080)deghmnr 5p. Coach........ 1295} 2/3010\aghnr 
2-4p. Roadster.. 2195} 2/3300|)aeghIlmnrtwx **Wolverine” 3p. Sp. Roadster..| 1195) 2}2945|)deghklmnrw 2-4p. Cab Coupe..| 1495) 2/2880/aghnr 
ip. Sedan... .... 2595) 4/3675|aeghlmnortvx 5p. Brougham ...} 1195} 2/2960/aehinr 5p. Du-Phaeton. .| 1195) 4/3105)deghimnr 5p. Sedan........ 1495| 4/3105\aghnrt 
KEY TO SYMBOLS: 
A—Wood wheels with spare. D—Disk wheels with spare. i—Trunk and trunk rack. o—Car heater. v—Vanity set. 
a— Wood wheels. d—Disk wheels. j—Trunk rack, no trunk. p—Cigar lighter. w—Windshield wings. 
B—Wire wheels with spare. e—Front and rear bumpers. k—Spare tire. r—Rear — signal. x—Clock. 
b—Wire wheels. f —Front bumper. } —Spare tire lock. s—Spotli *—Overall length. 
C—Optional wheels with spare. —— absorbers or snubbers. m—Engine heat indicator. +— Vanity a smoking set. §—Prices on application. 
c—Type of wheels optional. — Automatic windshield wiper. . n— Dash gasoline gage. u—Smoking set. 
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CURTIS COMPRESSORS, HOISTS, CRANES, CAR WASH SYSTEMS, PORTABLE COMPRESSOR UNITS 





Though the original Curtis outfit 
cost far in excess of what power 
washers now cost, it paid for 
itself in afew months’ time 












When war-time rail 
congestion forced 
delivery of new cars 
through miles of mud 
then it was thats 


Curtis built the original 
power car washer 


And throughout the subsequent develop- 
ment of car washing equipment, Curtis has 
kept the lead. The latest product of that orig- oT we 
inal idea is the Curtis Hydraulic Washer. es 








Hydraulic 
Car Washer 


Curtis was careful not to offer a hydraulic 
washer until one could be built to overcome 
certain previous shortcomings of this type. 
This has been achieved. Thus the pioneer 
builders of car washing outfits have produced 
now the last word in a hydraulic washer. 


Is it not natural that the originator of the 
idea of power car washing should produce a 
machine that has nothing in c n with —_ 
ordinary car rhsser-soe . _— | Built by the makers of the ——— | 

. rtis Air Mist Car Cleaning Outht 

The Curtis Hydraulic Car Washer produces = : 

a soft mud-dissolving spray, harmless to the 
finest body finish—or, for the chassis, quickly 
adjusts to deliver a strong, cutting stream. 























You already know of the additional profits 
to be made with power car washing equip- 
ment. You know the excellence of design and 
construction of all Curtis products. Send in 
the coupon for catalog and further information. 


CURTIS< 
1YDRA 


CURTIS PNEUMATIC MACHINERY COMPANY, ST. LOVIS, U.S.A. 
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In Colonel Lindbergh’s plane 
3,600 miles at top speed 
is proof of air-cooled motor superiority 


OLONEL Lindbergh has dramatically 
proved what Franklin owners have 
known for years—the stamina—the en- 
durance—the reliability that are embodied 


in the air-cooled type of motor. 


The exclusive advantages enjoyed by Frank- 
lin owners, and the quality of the work- 
manship and materials in the car, have 
made Franklin owners the most satisfied 
group of motorists in America. Franklin 
dealers make dependable incomes, largely 
because the Franklin Owner’s next car is 
so generally another Franklin. Their sales 
show the highest percentages of repeat 
buyers in automotive history. 


FRANKLIN AUTOMOBILE 


Air-(ooled 


COMPANY, 





Franklin is the logical fine car to complete 
your line. Your customers do not con- 
tinue to buy low priced cars. They ad- 
vance themselves financially into the fine 
car group. With Franklin as the stopping 
point you can hold your customers. Frank- 
lin more completely covers the $2500- 
$3000 class than any other car. 


Small town dealers find the Franklin fran- 
chise unusually profitable. At little addi- 
tional investment they are able to mater- 
ially increase their profits and establish a 
loyal group of Franklin owners in their 
town. May we send you the complete de- 
tails of the profit possibilities? 


SYRACUSE, NEw YorRkK 


ZFRANKLINS 
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We shall strive to 
make the Paige 


dealership a profit- 
able enterprise 
for a substantial 
business man in 
every community. 


Tee bia 
2 Y 

y 
/] 








cs 
© 
x 
pe 
° 
= 
° 
= 























July 21, 1927 


Pumping Money 
Into Your Till 


All over this land today garage- 
men are literally pumping money 
into their cash registers—turning 
soap and water into gold. Good 
appearance is the outstanding de- 
mand of the motorist. He can't 
properly wash his own car and 
this great new market for car 
washing is making a harvest for 
the service man who is equipped 
to do it quickly, promptly and 
well. It costs but little to get into 
the car washing business. It costs 
less to stay in it—if your original 
investment is made in a Hardie 


Dependable Car Washer. 


Western Factory, 
PORTLAND, OREGON 


Canadian Factory, 
PETROLIA, ONTARIO 
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THE HARDIE MFG. COMPANY 


Main Office and Factory, Hudson, Mich. 









Use the Depend- 
able Hardie 


You want acar washer that will 
stay onthe jobhour after hour, day 
after day. Whenever acar washer 
is down for repairs it costs the own- 
er money. Weak and undersized 
parts mean delays, and up-keep 
expense. Small. capacity means 
smaller profits. Get right down 
to the facts when you buy a car 
washer, because in effect it is going 
to pump money into your cash 
register when it is on the job. 
Let ustell you all about the Hardie 
and then you will know what you 
ought to get when you buy a car 
washer. We will gladly send you 
complete information. 


For Sale by Leading Jobbers 


Everywhere. 






Branches: 
222 N. Los Angeles St., Los Angeles, Calif. 
1780 Broadway, New York. 
Export Department: 120 Madison Ave., Detroit 


HARDIE DEPENDABLE CAR WASHER, 
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A Change is Taking Place in 
the Automotive Industry 


No basic development in automobile design in 
recent years has stirred the engineering and man- 
ufacturing division of the automobile industry, 
so much as the great strides that are being made 
in the progress of the Knight sleeve-valve engine. 


The rapidly spreading popularity of Knight-en- 
gined cars is a natural trend toward better motor 
performance, longer life, freedom from carbon 
annoyance and mechanical trouble. 


Throughout the next five years demand for cars 


powered by this type of engine, will continue to 
grow at a rapid rate. 


Falcon-Knight is the only six-cylinder Knight- 
engined car in the $1000 price class. 


FALCON MOTORS CORPORATION, - DETROIT 


Falcon-Knight 
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| VERY time a car drives up 
# with a hot engine you have 
y an opportunity to make a 
nice “extra” profit. Just lift 
the hood. Four times out of five 
you'll find an old, neglected fan 
belt that is slipping and causing the 
trouble. When you replace it with 
the belt that really grips the pulley 
—the Gates Vulco—you please your 
customer and earn a bigger profit 
than you make on the 5 gallons of 


gas he came to buy. 
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Ordinary fan belts are 


In Gates Vulco Belts threads 
plain weave. The threads 


Veloce, diagonally. Twi Uf 
0,9, run gonally ce as So, 
in the belt run lengthwise EQ RK many threads must be broken Lh Ht 


Gig, 
and across. To break this 8 4, to break this belt—that’s why UI) 
belt on the marked line x2 s it resists breaking twice as CHT) 
REOOYY MH, 














onlythe lengthwise threads long. This bias weave con-47 
need be broken. struction is a Gates patent. 





“ The Standardized Fan Belt’’ 


GATES BELTS 


““Made By The World’s Largest Manufacturers of Fan Belts’’ 


Wy 
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When two cars bump at the crossing, with smashing glass, bent 
fenders, etc., the crowd that immediately collects represents 
no particular group of people. It includes bankers, brokers, 
grocer boys, bootleggers, candle stick makers, e¢ al. 


But with your dealer message appearing in the trade’s prin- 
cipal newspaper (edited for 25,000 trade units, comprising 
the industry’s real merchandising effectives), the circulation is 
really effective—with waste comparable to that fractional per- 


centage of impurity that the makers of Ivory soap claim for 
their product. 


Have you noted the recent changes in Motor AGg, which are 
giving it an odds-on advantage in the automotive news field? 
Motor AGE is getting a lot of favorable reaction from its sub- 
scribers—reaction that spells increasing value to those manu- 
facturers who use its advertising pages. 


Motor AcE circulation is paid. Except for AUTOMO- 
BILE TRADE JOURNAL, which has a fractional advantage, 
the percentage of voluntary subscription renewal is 
the highest of any automotive publication. A charter 
member of the A.B.C. An advertising vehicle that 
will carry your dealer message the whole distance. 


If you are interested in a market analysis to determine, in a 
practical manner, just how your product can best be mer- 
chandised via automotive trade channels, we will be glad to 
place our unusual research facilities at your service. 


[/\OTOR AGE 


A Chilton Class Journal Publication 
CHESTNUT and 56th STREETS, PHILADELPHIA 
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8-77 Sedan $1695 








8-88 Sport Sedan $2095 


8-77 Cabriolet $1595 
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8-88 Roadster $1995 
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6-66 Sport Sedan $1195 8-77 Sport Sedan $1495 


6-66 Sedan $1295 








6-66 Roadster $1095 














6-66 Cabriolet $1295 









































ANU BURN 
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LYON Auto ‘Parts Control 
HELPS Garage ‘Bring 


Annual Return of $7 a Square Foot 


In a town the size of Elgin, [llinois, with a combi- 
nation storage and service business, a return of $7.00 
the square foot indicates pretty thorough business 
methods on the part of the proprietors. 


Not only do Samson & Smith get that return from 


“one of the neatest and best organ- 
ized garages in the territory’ but 
they grew up to their present Grove 
Avenue location from a little rented 
shed at Brook and Dexter Streets. 


This view of their parts and accessory 
department shows to whatextent that 
part of their business has expanded 
from two Lyon Universal Units. 


Here selling and service facilities are 
profitably combined. The glass fronted 
Lyon Steel Counters give clean at- 


| 


tractive display to merchandise items. The Lyon 
Auto Parts Control System, back of the counters, 
makes service speedier, renders stock keeping easier, 


and makes re-ordering simpler. 


Speed up turnovers of long profit specialties by 

displaying them in this Lyon Steel Display 

Case. Occupies only 10 sq. 4 of space. Can be 

fitted with lights. Choice of six handsome | na 

ishes in lasting lacquer. Ask your jobber about 
this case this month. 
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For every automotive dealer or service station, re- 


gardless of make of car or of number 
serviced, there is a Lyon Auto Parts 
Control System specifically fitted to 
his needs. Cut down on wasted time 
and wasted effort. Raise your profits. 
Write for complete information, giv- 
ing the names and numbers of cars 
you service, or ask your automotive 


jobber. 


LYON METALLIC MANUFACTURING CO. 
Aurora, ILLINOIs 


Plant No. 3 
Los Angeles, Calif. 


Plant No. 2 
Jersey City, N. J. 


LYON Auto ‘Parts (Control 


Storage Systems, Counters, Steel Benches, Bench Drawers, Tool Boxes, Display Racks, Cabinets, Lockers and Miscellaneous Steel Equipment 
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Knight Great Six—covers 9/ 


The Wiullvs-Overl! 
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% Market Coverage 
Solves the Problem 
of lost Sales 





eat G a prospect go out the door, because 
ou don’t handle a car in his price class, is always a 
sorry experience. The Willys-Overland franchise, providing 
complete market coverage, makes that situation impossible. No 
: matter whether the buyer wants an inexpensive light car or a 
luxury “Six”, you'll have just the car desired, with exclusive 
features to clinch the sale. It’s a safe and sound franchise 
to sell under this year—and next—and the years to follow. 


(OVERLAND 
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fully in Every Price Clan 


, pn Willys-Overland 
franchise gives you acar 
for every buyer, regardless of 
what he wants to pay. 


Moreover, it assures you of 
exclusive selling features in 
every price class. 


The Whippet and Whippet 
Six—priced from $625 to 
$9 2 5 —are thelowest-priced 
cars in their classes offering 
4-wheel brakes nationally. 
Other light cars can but 
follow their lead. 


The two brilliant Willys- 
Knight Sixes, the “70” and 
Great Six, from $1295 to 
$2950, have the patented 
Knight sleeve-valve engine 
—which improves with use. 


Every year sees an impressive 
growth in the popularity and 
sales of these splendid cars. 


Thus you handle a line of 
cars that gives you 97 % Mar- 
ket Coverage. You havegreat- 
er protection against market 
changes and increased profit 
opportunities. 


Willys-Overland backs up 
dealers with liberal discounts, 
sound cooperation in mer- 
chandising used cars, and a 
specific Sales Plan for the 
dealer’s particular com- 
munity. 


If you are interested in im- 
proving your profit possibil- 
ities, write for complete 
franchise details. 


Send for complete details: Sales Department, Willys-Overland, Inc., 


Toledo, Ohio. Willys-Overland Sales Co., 


Ltd., Toronto, Canada. 
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The Greatest 
WHOLESALE STORY 
Ever Told! 


It is published in handsomely bound book form. Com- 
piled as a result of a complete territorial analysis by a group 
of the industry’s leading manufacturers who successfully 
distribute through jobber channels. 


Gives the first, second and third line wholesale dis- 
tributing centers in each state. Supplies complete data, 
including number of car agencies and service stations in 
each of the cities and towns listed, populations, etc., etc. 


Presents an outline map of the United States whereon 
points of distribution are located. 


For the merchandising men of the industry who are 
confronted with wholesaling problems it offers many pages 
of general production and marketing information which 
will prove invaluable. 


Advance copies are available. If vou are entitled to a 
copy we want you to have it. If you are an automotive | 
- manufacturer with wholesaling problems, or an advertising 
agency executive concerned with automotive accounts, you 
are “entitled.” It will be sent with the compliments of 


MoTOR WORLD WHOLESALE 
Chestnut and 56th Sts., Philadelphia 














July 21, 1927 




















July 21, 1927 








MOTOR AGE 


od 
rh 


pny 
co 














Free Display Stand 


This attractive dis- 
play stand _ sent 
FREE with first 
order for 12 NO- 
GLARS. Holds 
NOGLAR firmly and 
invites your custo- 
mers to operate the 
shield. A real sales 
promotion device. 


Ctr 
~ 
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Sells On 
Its Necessity ls Recognized, 


GLA 
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Sight Because 


Honold NOGLAR is a profit producer 
because every motorist knows the driv- 
ing dangers caused by dazzling sunlight 
and glaring headlights. 


NOGLAR banishes these hazards with 
its crystal clear green shield. All blind- 
ing glare is subdued without reducing 
visibility. Eye strain and mental strain 
is ended. 


NOGLAR operates by a touch of the 
finger. It flips down when needed and 
folds up out of the way when not re- 
quired. 


NOGLAR is made of highly polished 
nickel plated parts, durable and attrac- 
tive. The shield is of heavy crystal 
clear Pyraline. Made for all cars. 
Bracket adjustable. Installed in a min- 
ute and requires no further service. 

NOGLAR is different than all so-called 
shields. It is a super-accessory that will 


sell in volume at the low price of $1.50 
retail. 


Write or wire for discounts and litera- 
ture. 


HONOLD MANUFACTURING CO. 


Sheboygan, Wisconsin 
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A Wonder in Performance 
and Economy 


The best carburetor that science and engineering 
skill has ever devised. 20 years of experimenting, de- 
veloping and building are back of it. 


The new Vis-a-Gas Carburetor has in it all of the 

- excellent qualities for durability, dependability and 

precision of action as the famous NA-T4—the carbu- 

retor which was responsible, in a great measure for the 

remarkable aeroplane achievements of Lindbergh, 
Chamberlain, Byrd, Maitland and Hegenberger. 


DEALERS: Read the special selling features opposite 
and then write us for detailed information about this 
wonder carburetor and other Stromberg Automobile 
necessities; also our new discounts and dealer co-opera- 
tive plan. 


Direct Factory Branches: 517 W. 57th St., New York City 
1529 Laurel Ave., Minneapolis 1809 McGee St., Kansas City 
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New patented and ex- 
clusive feature starts and 
warms up the motor in 


one-third the time of 


ordinary choke control, 
summer or winter. 


Automatic accelerating 
well that provides thatex- 
tra shot of gasoline neces- 
sary for quick get-away. 
Independent two-hole 
low speed and idle, turn 
over motor slowly—great 
in crowded traffic. 


Double venturi tubes to 
turbulate gasoline and air 
twice before reaching 
manifold thus providing 
a perfect combustible gas 
entering cylinders. 


760 Commonwealth Avenue, Bosto 


n 
London, England, Chelsea, S. W. 10, Mil 
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Here are a few of the 
many Selling Features: 


The Vis-a-Gas filter 
strains every particle of 
dirt and water from the 
gasoline before it enters 
the carburetor. 


It also permits driver to 
see instantly whether or 
not gas is flowing freely. 


Can be easily drained 
and cleaned, and pro- 
vides handy means of 
obtaining small quanti 
ties of gasoline when 
needed. 


Each carburetor built for 
a particular make and 
model of car, thereby in- 
suring perfect operation 
on the motor for which 
it is used. 


STROMBERG MOTOR DEVICES CO., Dept. B 7, 58-68 East 25th Street, Chicago 


84-86 Hancock Ave. W., Detroit 
man’s Street and Cheyne Walk 





July 21, 1927 MOTOR AGE 73 


Ch wonderful record o 


Griefless Performance 


DEALERS ARE MORE 
THAN SATISFIED! 


No broken straps—no broken springs—no grief 
for the car owner and no grief for the dealer. 
The three simple moving parts on the Chanson 
Shock Absorbers are all designed oversize. 





Nothing can wear out or require adjustment. 
Lightning fast— with smooth, velvety action 
under all road conditions. The strap, with 21 
inches of travel (twice the length of any car 
: spring) instantly smothers the rebound. No 
A o) i pre-loading with Chansons. 

Dealers call it the big profit shock absorber. 
Hard boiled jobbers say “at last a shock absorber 
without grief.” And another point— 


ONE SIZE FITS ALL CARS 
except Fords 


_ GiANSON 


SHOCK ABSORBERS and HEATERS 


Jobbers and dealers call the new Chanson line of exhaust 
heaters the fastest selling, most complete line on the market. 
Quality built into every part—and a wide price range to 
fit the purse of every car owner. 














Now—as a leader to get the price plus quality buyer we 
are introducing the new Chanson Universal Hot Air Heater 
pictured on the right. One size fits 90% of all late model 
cars. Installed without cutting the exhaust pipe. 
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Haale daa 


Imagine the profit possibilities of a one-size one-price heater 
retailing for only $5.50! A quality heater, too—with con- 
struction, appearance, and everything to make it sell as no 
other heater can. Picture the profits—and order now for 
early delivery. 
SEE YOUR JOBBER or i aS 
WRITE FOR PRICES TODAY 


15%41N. END PLATES 1'¥¢ IN. END PLATES 


“See eee © 





ILLINOIS IRON & BOLT CO. CHANSON DIVISION 
Dept. 718 Est. 1864 Carpentersville, Il. 
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B.C. A. Bearings 
For the Clutch 


In many of America’s finest motor cars, 
B. C. A. Angular Contact Radial Bearings 
give exceptional service in the clutch throw- 
out position. Long life and noiseless opera- 
tion are the natural result. 
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This company specializes in solving ball 
bearing problems. 
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hadulent ee Detroit, Michigan, Office 
Radial Bearing 1012 Ford Bldg. 
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On electrical soldering, speed without 
sacrifice of safety, is what Kester will 
do. Kester Acid-Core Solder is ap- 
proved for heavier electrical and gen- 
eral soldering, but for very delicate 
wiring Kester Rosin-Core Solder only 


should be used. 
Both Kester Acid or Rosin-Core Sol- 


der will save you time and material 
wherever you use them. Add to your 
profit by ordering Kester from job- 


bers everywhere. 


Packed on 1, 5, 10 and 20 Ib. spools. ss 
The larger the spool the greater the zag’ 


saving. 
CHICAGO SOLDER CO. 


4203 Wrightwood Ave. | — sm 
CHICAGO . S.A. ||| Mm \ ees ovo ust 
AM AE 
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Life-Long Service 
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An Air Compressor—like the roof of a 
building—is something you want to buy 
and forget about. 

With the exception of a little lubrica- 
tion now and then, and maybe a worn 
part or two, Quincy Compressors re- 
quire very little attention. 

Such service is possible only because 


our own factories by Quincy Engineers, 
from the highest grade materials obtain- 
able. Before you select whatever type 
of compressor you need, investigate the 
merits of Quincy Compressors.. Our 
prices are right in line with any make. 
Our service is equalled by few. Write 
for complete information to 219 
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Quincy Compressors are built right in Maine St. 


(QUINCY Cungumseen Co. 


Quincy, III. 


it Model G-16 ’ 
Quincy Silent Air Master 
Garages and Service Stations 


Model “W” 
Complete Automatic Unit, Air 
or Water Cooled in 3 sizes. 
Pneumatic Tools, Sand Blast- 
ing, Ete. Super-Service 
Stations, Large Garages 














Extensive Newly-Built Freehold Waterside 
MANUFACTURING PREMISES AT LOWESTOFT, SUFFOLK 


With frontage to the deep water harbor, berthing accommodation for steamers, 
L. & N. E. Railway sidings run into works, large supply of electric power and 
cheap labour, low freightage and railway rates. 









































THE SUBSTANTIALLY CONSTRUCTED FACTORY is well lighted, and contains over 300,000 
square teet of FLOOR AREA, half of which is on the ground floor; it is equipped with modern power 
plant, ready for immediate occupation and capable of housing an extensive business. The site area 
of works and additional land is 1214 acres. Plans, particulars and orders-to-view of: 4 


LEOPOLD FARMER & SONS 
Factory Specialists, Auctioneers and Surveyors 


46, Gresham St., Bank E. C. 2 and Kilburn, N. W., LONDON, ENGLAND 
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LUPTON AUTO PARTS STORAGE 


LAPS 


R EG. U.S. PAT, OFF. 


is the backbone of the 


Parts Department. It isa 
system ior classilying 
and displaying parts by 
methods which increase 


both prolits and sales. 


DAVID LUPTON’S SONS CoO. 
General Motors Building, Detroit 


Laps Systems are always up to date with latest parts books 
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At Your 
Jobbers ! 


Fvery Tourist 
Rose Pump! 
= AY 


, Sa} Tey ' 4 Z 
xfs Ne: *_ GF \N 
~ aN ¥ ‘ e CZ. A\ \\) ak ei 


We 
‘ J 
‘ oe Sara \ 7 
’ Ng ar 3 
, _ a ‘ \ \ 
= an a \\\ \) 
~, , sare S 
eee he AY 
if 


HE touring season is here—and motor tourists are the best 
tire pump buyers. Watch for them and suggest a Rose, for 
every tourist should have a new Rose Tire Pump for the trip. 

Get some Rose pumps into every display from now on. A better profit 

for the dealer—a better pump for the motorist. 
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FRANK ROSE MFG.CO. 
HASTINGS. NEBR. 
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2~TON CRANE 
Casy Payment Pp lan 


me Diggest Value 


é When you buy a 2-ton CANTON—you buy 
swhat WILL LAST A LIFETIME. This is 
TRUE ECONOMY. Castings are semi-steel; 

BBB hand forged chain, Hyatt Bearings. Used 

by Ford, Dodge, Packard. Two designs, ratchet 

and pawl—$125. Safety Friction Load Brake 
$50 additional. Can easily be installed on old 
cranes. Meets all State Safety Codes. Catalog. 

Ask about our Easy Payment Plan. 






CANTON FOUNDRY & MACHINE CO. 
CANTON, OHIO 
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It’s Easier and Quicker 
to Test Tubes 


with New DOVER BALLOON 
TIRE TESTER TANK 


Tank is made of sheet steel and galvanized after 
formation. 


Adjustable rod supports the tube. 
A great time saver in every shop. 


Dover Stamping & Mfg. Co. 
| 385 Putnam!Ave. Cambridge, Mass. 


Pat. Aug. 
26, 1913 























Chairman of leading 
British Company 


manufacturing automobile accessories 
shortly visiting the United States de- 
sires to enter into negotiation with 
American firms prepared to grant licen- 
ses or concessions for the manufacture 
and/or sale of automobile accessories 
or specialties in Great Britain and Con- 
tinental Europe. Reply in first instance 
to A. F.S., FRANK PRESBREY CO., 
247 Park Avenue, New York City. 














Grey-Kork 








BRAKE LINING 











The Only Linin¢g With The: 


Brakiné Surface Ground Smooth 











“Its Life Is Double—With Half The Trouble’’ 


UNITED STATES ASBESTOS CoO. 


MANHEIM, PA. 


New York Pittsburgh Chicago Detroit 


San Francisco 

















‘Thess always - 
something new just 
at hand for the - 


regular reader of 


/orTor AGE 

















What Is a Piston For? 


To carry piston rings for sealing against oil pumping and 
compression loss. 


A piston cannot be fitted tight enough to stop leaks or 
it will stick. Piston rings must do this work. 


Why then fit new pistons to stop oil pumping and com- 
pression loss? 


Simplex Piston Rings give this seal with the old pistons 


and keep them from slapping. A lot cheaper and better 
than resizing. 


The Simplex Piston Ring Co. 
of America, Inc. 
1971 East 66th St., Cleveland, Ohio 
































Why Pay More For Less ? 
apr) Average Good 
\Crane. . $110 


a ‘*A.C.E.’’ 3-ton 
_ ¥| Better Crane 78 
_ |YOU SAVE . $ 32 


waa) Wise buyers buy “ACE” Cranes 
and apply the saving to the pur- 
chase of some other needed 
equipment. How About You? 
Write for catalog of Grease-Racks, Portable Inclines, Steel 
Horses, Tire Racks, etc. 

Jobbers! It will pay you to write for the “A. C. E.” Proposition. 


AIR COMPRESSOR & ew ree Co. 
288 E. Genesee St., Buffalo, N. 
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Makers of 


the worlds 


est known 


fan belts. 








L. H. GILMER & CO., Tacony, Philadelphia 











YPSY AUTO LIGHT 


Both products with easy sales—one for use by owners, one 
by shopmen. A good combination for profits. Write 


GLADE MANUFACTURING — 
209 S. State St. hicago 


LADE SHOP LIGHT 
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BEAUTIFUL— Quick Sellers —Easily Installed 
The Eaton Bumper & Spring Service Co., Cleveland, O. 














NEXT WEEK 


—is the time to read next week’s issue of MOTOR 
AGE, as you are reading this week’s issue this week 


Motor AGE 


Chestnut and 56th Sts. Phila., Pa. 














lettidetiion 

















Sell new Thompson Valves at a good profit 
instead of regrinding old, worn-out valves 
at little or no profit. 








TRADE WAL ow 


General Offices: Cleveland, Ohio, U.S.A. 
Factories: CLEVELAND and DETROIT 





Thompson Products, Inc. 

















— STANDETOR 


Epmaqovest jee repeated boilings and freezings. Built to last the full 





life of the Complete radiators for Fords, Chevrolets, Dodges and 
Maxwells. uses for all cars and TRUCKS. If not at your jobber’s, write 
direct. 





J. C. Black Mfg. Co., Inc., Oil City, Pa. 








Here Is Something to Sell! 


A piston ring, on the principle of a packing ring, that gives 
remarkable results in service, is used in thousands by auto- 
mobile factory branches for replacement—and have a profit 
worth while. WRITE FOR DETAILS. 


THE CORK-SEALED PISTON RING CORP. 
2332 Michigan Avenue, Chicago 
Factory: Denver, Colo. 


Canadian Distributors: Purser, Bull & Co., Ltd. 
Toronto, Canada. 






























iWrite for the Book 


ERIN aap Ais PROFITS: 


AIR COMPRESSORS monihing aney new uses for com. 


| air compressor earn greater profits. 
BREE | pRUNNER MEG. CO. 
UTICA NEW YORE 




























An Advertising 


Compa in Motor Age right 
now will build summer sales 
MOTOR AGE 











Simplicity — 
re ISAT OPE 


REBORER AND GRINDER 
A big money-maker in any automobile repair shop or garage. Ask for free 
demonstration in your own shop. 
SIMPLICITY MANUFACTURING COMPANY 
Port Washington Wisconsin 

















The 
Greatest 
Repeater 





REG.WV.S. Par. om -" 


Accessory = The SHALER Company, Waupun, Wis. 


Business 206 4th Street 





nth S MINUTE enamiemaosemants 














PISTONS 
FITTED WITH PINS 


Arrow Head standards are the same for both 
equipment and replacement. The motor’s 
reputation in the field must be carefully 


maintained. 
ARROW HEAD STEEL PRODUCTS COMPANY 
Buffalo Minneapolis, Minnesota Chicago 


Axle and Drive Shafts 


























ONE PIECE SUITS ‘°Ekci*Stir°™ 


Protexalls are very inexpensive, yet wear like iron; stocked in 
Khaki, Stripes and other fabrics. Spic and span attendants all 
wearing the same uniform are the 
cheapest form of advertising. 


Protexall Company 
Abingdon, Ill. Atlanta, Ga. 


























The most successful 


merchandisers keep 
at it every week 


JAOTOR 
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It’s a Permanent Repair! 


Have a can of CONNEAUT PLASTIC 
METALLIC PACKING in your garage and 

















a "-~4 for the ag + ge says he can’t ‘TRADE MARK REG. 
eep Ss water-pump from ng 
All sizes in one can. Stocked” ‘with your Gas Gauge for Ford 
Jobber. vi aliitiaca 9 eneeente—SPvartond—-Star 
. on per = ells quick at $1.25 retail. Types 
5 lb. ean ‘Sinmadneah = % ‘60 per Ib. “—— — “J” for 1926 Chevrolets 
prevent tHE CONNEAUT PACKING COMPANY and oft Stare sell at $1.50. 


Frist! Conneaut THE AKRON-SELLE CO. AKRON, OHIO 


Ost... | | JOHNS-MANVILLE 


MOTOR BETTI 
Motor Trunks, Racks and Equipment exclusively. All types and _ styles. e a 
Genuine Duco finish, or bright black. A money-making line. Write. estos e ining 










































BIGLER MANUFACTURING Co. 
CHIPPEWA FALLS WISCONSIN 
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e e SHIP US YOUR i aE ——= , 
Orrville Spring Governors STEWART—A.C.—NORTH EAST /SERERSS 
gear cemapenm ner Catalogue of Parta and Repair Charge Se ec i . 
atalogue of Parts and Repair Charges Sent 
Simple, operation and cay . Nimstall, Check the upon request, WRITE! l ¥ | 
rebound an ontro springs against ‘‘galloping’’. 
Ask for illustrated siterature and discounts worth while. 1919 ne on p ay | 
a ateau t.,; . °9 itts urg , ae 
ORRVILLE SPRING GOVERNOR CO., INC. WE ARE NO FURTHER THAN YOUR NEAREST 
500 Brant Bidg. Canton, Ohio MAIL BOX 








BELLEVUE CELORON 


Trunks, Trunk Carriers, Pumps, Bumpers, Jacks TIMING GEARS 





































































See our combination trunk, teeah one, spore es Prolong the Life of Shaft Bearings 
a and bumperette. € PL ine for a 
ey Write for prices and nearest jobber. THE CELORON COMPANY 
. Division of Diamond State Fibre Company 
THE BELLEVUE MFG. CO. Bellevue, Ohio Bridgeport, Penna. 
Portable Electric B j Al ex 
D RILL S Cushion = —a a . 
Ci > ecAmerica’s 
GRINDERS—POLISHERS « Mot Beautiful 
Ask for Catalog 105 pees. 
The United States Electric Tool Co. Cincinmati, Ohio, U. S$. A. Pp 
Oldest Builders of Electric Drilis and Grinders in the World THE | BIFLEX CORPORATION, WAUKEGAN, ILL. | 


























WE MAKE 
FAWSCO WRENCHES RADIATOR CORE MACHINERY 


Are the Best Write for Catalog and Prices 


No. 121 Circular Tells RADIATOR ENGINEERING CO. 
FAWSCO WRENCH CO., 27 Warren St., New York City FACTORIES BLDG. TOLEDO, OHIO 


Equipment WELEVER 


“OIL CONTROL” PISTON RINGS 





















































for Battery and The ~¥~y Danny = Ly Bee Bate Good 
° ° acke y Seven Years’ Satisfactory Service 
Electrical Service THE WEL-EVER PISTON RING CO., TOLEDO, OHIO 
4358 Roosevelt Road Chicago, Illinois Sold most everywhere, If your dealer cannot gupply you write us. 























CLASSIFIED ADVERTISEMENTS 
CLASSIFIED ADVERTISING FOR SALE—Duesenberg Straight Eight 183 





RATES cu. in. racing car in good condition; also $5,000 C. L. PARKER 
worth of extra_ parts—any reasonable price Ex-E . U. S. Patent Office 
Ten cents a word is the rate for all undis- considered. A. R. Bartold, 150 Westcott St., x-Examiner U. ». Fate 
Played advertisements set solid, regular want Rochester, N. Y Attorney-at-Law and Solicitor of Patents 
ad style; minimum charge $1 an insertion. McGill Building, Washington, D. C. 
All capitals, 12¢ a word; all capitals, leaded, WISH to arrange with manufacturer to make ; 
l5c a word. Payable in advance. and sell patented Universal Wheel and Gear Patent, Trade Mark and Copyright Law 


Puller. On royalty basis or otherwise. Henry 
nit T. Riberdy, 1127 N. Court St., Rockford, II. 
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Speed-up 
Your Service 
with this 140-page catalog 


are 


ship 


And 


This 


Pins 








EQOA 





No matter what kind of engine you 


repairing — no matter what 


oversize piston pins are necessary 
—we have them in stock and will 


within one hour of receiving 


the order. 


our 140-page catalog shows 


you exactly what to ask for by 
telegraph. 


catalog puts speed into your 


service just as Thompson Piston 


put quality into a repair job. 


Thompson Piston Pins are sold through 
jobkers—but you should request your 
catalog direct 


PISTON PINS, Defiance, Ohio. 


THOMPSON 


PISTON PINS 


from THOMPSON 























6 
Different 
Models 
for 
All Cars 
with 
Tilting 
Seats 


Easy Ride Shock Absorbers 


Shock 
Absorbers 





Where 
They 
Belong 
Under 
the 
Seat 

















— 





Grand Rapids 











al-N°6- 2\| 


*f*All Car’’ Shimmy and Anti-rattler 
18 Different Anti-rattlers 
‘“‘All Over the Car’’ 
Mfers. 


Universal Spring Co. 
51 Grand Ave. 


MICH. 
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The Advertisers’ Index is published as a convenience, and not as a part 
of the advertising contract. Every care will be taken to index correctly. 


No allowance will be made for errors or failure te insert. 


A 
AC Spark Plug Co..Back Cover 
Air Compressor & Equip- 
PE 6 tnt deckeeeecnees 77 
Akron-Selle Co., The ....... 79 
Albertson & Co. ..Second Cover 
American Chain Co., Inc.... 2 


American Telephone & Tele- 
id a a ee 


Arrow Head Steel Prods. .. 78 
Auburn Automobile Co...65 & 66 


B 
Bearings Co. of America.... 74 
Bellevue Mfg. Co., The ... 79 
Biflex Corporation ......... 79 
Bigler Mfg. Company ..... 7$ 
Black, J. C., Mfg. Co...... 78 
Brown-Lipe Gear Co. ...... 60 
Brunner Mfg. Co. ......... 78 
Budd Wheel Co. ............ 4 
Burton-Rogers Mfg. Co. ... 3 
C 
Canton Foundry & Machine 
eh “Abe eseareeeweensaasee 77 
TEI. cndccweceneesnaews 79 
Chicago Solder Company .. 74 
Classified Advertising Sec- 
ee a eee aS 79 
Conneaut Packing Co. ...... 79 
Cork Sealed Piston Ring 
PE btéceeetedebesneneees 78 
Curtis Pneumatic Machinery 
ek: +ebreueees 55 and 3rd Cover 
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Dover Stamping & Mfg. Co. 77 


E 


Eaton Bumper & Spring 
TE, . ingle cu wee eles 78 


Falcon Motors Corp. 


Farmer & Sons. Leopold.... 


Faw, J. H., Co. 
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Franklin Automobile Co. ... 


Fredericks, H. 


Gates Rubber 


M., Co. 
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Hall Mfg. Company 
Hardie Mfg. Co. 


Honold Mfg. 


Illinois Iron 


Bolt Co..... 


Johns-Manville, Inc. .....--: 


Johnson Bronze Co. 
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Jordan Motor Car Co. 
Front Cover 


Lupton’s Sons Co., 


David. , 


Lyon Metallic Mfg. Co. --:: 
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Speedometer Service Co. of 
PE cic ede esewehees 


Simplex Piston Ring Co. of 
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Simplicity Mfg. Co. ......... 
Stromberg Motor Devices... 
Studebaker Corp. of America 


T 
Thompson Piston Pins ..... 
Thompson Products, Inc ... 
Timken Roller Bearing Co... 


U 
CU. &. AORORRG CA ccc cccccs 
U. S. Electric Tool Co. 

Universal Spring Co. ...... 
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Willys-Overland, Inc.....68 & 69 
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“While I’m Overhauling, 
Why Not Complete the Job?” 


That’s what the wise mechanic says when 
he sees his customer’s timing chain is nearly 
done for. Why not replace it with a “Whit- 
ney” High Mileage Silent Chain, at the same 
time the valves are ground and the cylin- 
ders honed? 


The service man profits on both the instal- 
lation and on the “Whitney” chain itself. 
Moreover, he can be confident that in re- 
placing with a “Whitney” he has furnished 
a chain of long life and quiet performance 
with great satisfaction to his customer. 


99 








SILENT Hneeeee CHAINS 


There is a “Whitney” distributor near 
you. He can-give you a profit-making 
list of “Whitney” types and sizes. If 
not, mail the coupon direct to us. 


The Whitney Mfg. Co. 


Hartford, Conn. 
I want that book on chain specifications. 


aeegeeeeeeceeeseeeeCGeee«we es OSE e OHO € HC 4 BO 2 62 02.2 2 € 6 ee 2 6 & & a6 a 


|| Service Station (| Fleet Owner [ |Parts Jobber 
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$1 to $6 extra armature pro 
is worth looking into! 


F you throw burned-out armature cores 

away, your scrap heap must represent a 

fortune! ‘These cores are worth money. 
For they are as sound as a dollar. Exchanged 
for Fredericks Rewinds, they mean a dollar 
to six dollars profit on every armature. 


An armature properly rewound is equally as 
good as a new armature. But it is no easier 
to rewind an armature properly than it is 
to build a good new armature. 


Through this new light, thousands of armature 
buyers have switched to Fredericks Rewinds. 
Their first impression of all rewound arma- 
tures was changed by trying ONE Fredericks 
Rewind. Now, out of fairness, we ask you to 
try ONE Fredericks Rewind so you may 
discover the difference between these and or- 
dinary rewound armatures. When you buy 
the next armature, try a Fredericks Rewind. 


Over five hundred armatures are rewound 
daily in the huge Fredericks plant at Lock 


FREDERICKS 


Rewinds 


Haven. Each armature requires more than 
fifty operations. Machinery, some designed 
and patented by us, speeds the work. As each 
operation is completed, careful tests eliminate 
all chance of failure. “The men at work are 


skilled armature men. Note that just as in ‘ 
new armatures, both ends of a Fredericks Z 
Rewind are insulated—Plus value! J 


We cordially invite you to visit the Fredericks W 
plant at Lock Haven at any time and view 


the operations. Then you too will be con- ae" 
vinced Fredericks Rewinds alone can / Pg 
come up to your quality standard. /7 a 


Meanwhile, have a Fredericks 


price list on hand. Mail the Jf QV & 
coupon now for a free aw o> 
copy. H. M. Fred- as 





ericks Company, Je oa 
Lock Haven, Pa. / e” .* 
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CURTIS COMPRESSORS, HOISTS, CRANES, CAR WASH SYSTEMS, PORTABLE COMPRESSOR UNITS 












The Motorist goes 


Where he is Served Best 









Here is the ideal unit 
to have behind your 
~ air service—the Curtis 
Style “V’? Automatic 
Compressor. 














If “free air” is for the purpose of at- 
) ' Additi 
tracting customers who will buy their About py 
gas and-oil from you, then the safest Type Air Stand 
and most convenient air service will at- Two styles are made—one for 





; air only, the other for both air 
tract the most customers. Free air need <tuaen aoe eae 
not be an expense. The Curtis Tower diameter of 32 feet. Kerosene 


is used in the oil-check con- 
trol, opctrating perfectly in 
freezing weather, The arm 
operates on ball bearingswhich 


Type Air Stand makes this service an 

investment in good will again as it was are protected from the ele- 
: : : ments by the hood of the rota- 
in the early automobile days. i tials \. — ting head. There is a clear- 


ance of 8!4 feet under the arm 
in lowered. position.. A flexible 
guard prevents breaking where 
it is attached to’the arm. The 
arm is reinforced to prevent 
breaking where it joins the ro- 
tating head. The base is 14 
inches in diameter. A hand 
hole in the base makes connec- 
tion to air and water lines very 
easy. The stand is finished in 
orange duco, 






























A slight pull on the suspended hose 
brings the tower arm into position | 
where all four tires may be reached 
without moving the car. When re- 
leased, the arm automatically “hangs 
up the hose.” An oil cushion retards # 
the motion of the arm and keeps the | 
hose from whipping about to endanger 
car or operator. 


Soren 


When idle, the hose is kept up, out ya 
of road tar and oil. It cannot kink or BLA? Sos, 
lie on the ground to be run over and 9 Vay, } 
cut with gravel. Thus your hose ex- 
pense is reduced materially. 


s You will not have to be continually Ee 
adjusting or repairing the Curtis Tower } 
§ Type Air Stand. In it are incorporated 
jm the same simplicity of design and con- 
™ struction that have been so marked in 

® Curtis products for the past 73 years. 


Look over the many other desirable 
features listed at the right. Then use 
4the coupon to obtain full information, 


none 7 
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CURTIS PNEUMATIC MACHINERY COMPANY, ST. LOUIS, U.S.A. 


















































indbergh ~« Chamberlin 
32) Acosta + Byrd ( x \ 


One for all and all for one 
North Pole 
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| ACOSTA 


ndurance Flight 





- . | CHAMBER 
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SPARK Plugs AG 








HERE are no Service Stations along the route other great flyers what plug they recommend, they 
of a trans-Atlantic or polar flight. would tell you AC—the plug on which they staked 


. , h ° ° ; 
In such a test, failure of a single spark plug might 9" lives 


spell the difference between triumph and disaster. Dealers. tell your customers AC is the plug used 
by Lindbergh, Chamberlin and other great flyers. 
In that first successful non-stop flight across the Atlantic, 


Colonel Charles A. Lindbergh placed his firm faith in Tell them you can give them the same kind of AC 
AC Spark Plugs. Plugs—same insulation, same quality of electrode, 


For his historic flight from New York to Germany, same basic design, that made possible these record 
Clarence D. Chamberlin relied upon AC Spark Plugs. breaking flights. 


Acosta and Chamberlin, in 51 hours of continuous fly- 





ing above Long Island, established a world’s endurance If you tell these facts, you can sell an even greatez 
record with AC Spark Plugs. volume of AC Spark Plugs. 
Commander Byrd, in his daring flight to the North Pole enh? 
and return, marked up still another clean score for AC AC Spark Plug Company, FLINT, Michigan 
Spark Plugs. AC-SPHINX AC-TITAN 
° ° Bi i h L llois-P t 
If you should ask Lindbergh, Chamberlin and these ENGLAND rooney 






Over 200 of the world’s most successful manufacturers use one or more, or all of these AC Products 


AC SPARK PLUGS AC SPEEDOMETERS AC AIR CLEANERS AC OIL FILTERS 


® 1927, AC Spark Plug Co. 


